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THE CREDIT MANUAL COMMERCIAL LAWS 


1940 Edition 


HAT it? compendium laws and facts and guide their use 


commercial transactions covers all state and 
Federal laws relating the sale goods, the granting credit, and the collection 
accounts. gives you the laws their entirety their essential points. gives 
explanations, interpretations, rulings, aid you understanding their business sig- 
nificance, and outlines procedures that are accordance with them. gives large 
body useful data handy reference form. 


mation most needed Whenever 
you need legal groundwork for interpreting orders; making contracts; 
ments; doing business other states; doing business with government agencies 
special forms enterprise; dealing with bankrupts; collecting accounts; etc. Whenever 
you are puzzled best business practice protect your interests—to put you 
firm legal footing. 


legal, sales, and administrative de- 
partments your business Scores opportunities for its consultation will arise, not 
only the credit man, but also all concerned with relations with customers. 


HOW use it? For quick, practical answers questions 


commercial laws and legal procedures 
Does this clause the letterhead affect us? What form lien notice required 
Michigan? this valid warehouse receipt? question title the goods? 
matter fair trade practice? The digested and classified information the 
Manual will give you direct help hundreds points even more divergent scope 
than these. 


WHY should use it? save trouble, and money 


Its record widespread use 
shows that the Manual performs real service. has repaid its cost others many 
times over, preventing missteps and losses, producing more collectible accounts, 
enabling them proceed with safety and assurance many transactions. will 
the same for you. 


THE AID THIS PRACTICAL WORKING TOOL CAN GIVE—-— 


EXAMINE THE MANUAL FOR FIVE DAYS 


shall glad send you the book for five days’ free examination. Test the 
book thoroughly. Ask any question. See how useful would your office. 
Then, you decide keep it, send your check for $4.85, Special Price Members, 
regular price $6.50; otherwise, mail the Manual back us. 


SEND YOUR ORDER TODAY 


NATIONAL ASSOCIATION CREDIT MEN Park Avenue—New York, 


SAFEGUARDING THE 


When new frontiers are gained, the hardy 
scout plays the leading role. who forges 
ahead feel out dangers and sound the alarm 


for those who are follow. 


Capital Stock Fire Insurance trust- 
worthy scout. Without the constant vigilance 
this sound and effective protection, all indus- 
trial progress would 
slowed down 
stopped. 

and ser- 


NEW YORK 
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— 


NATION’S 


BUSINESS 


vice Home and its policy prudent yet 
progressive underwriting, provide for industry 
the safest and most reliable precaution against 
loss following insurable mishaps. 

Industry crossing frontiers need not 
exposed friendless savage attacks and the 
gauntlet fire, windstorm, explosion and 
similar hazards. This 
kind insurance 
ear ground, eye 
future safeguards 
thenation’s business. 


INSURANCE 
COMPANY 


Through its agents and brokers, THE HOME the leading insurance protector American Homes and the Homes American Industry 
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Torch-bearers 


That humane and distinctively American spirit mutual 
helpfulness, which was typified our agricultural areas 
bygone years the tradition the neighborhood barn- 
raising, has not been lost—cynics the contrary— even 


these years reputed selfishness. proof, witness the move- 
ment just begun the credit executives the metropolitan 
New York-New Jersey area. 


Just the tillers the soil once gathered help neighbor 


erect safeguard for his reapings and gleanings, have these 
workers the fields credit pooled their efforts meet 
worthy, self-assumed responsibility: assistance the rehabili- 


tation and reemployment deserving, unemployed credit. ex- 
ecutives. 

doing, they have implemented their oft-repeated credit 
philosophy which declares that all the attributes credit, 
the greatest character. They are doing their share make 
inviolable against the whims adversity the soul credit. 


They reaffirm, thereby, their sincere and humane interest the 


welfare the individuah 

Thirteen hundred strong, united the bonds. credit fel- 
lowship, they met New York early December for the basic 
purpose furthering the Welfare Fund inaugurated some time 
before the well-known 475 Club New York. With the 
net proceeds the occasion and with contributions announced 
that evening subsequently received, the Credit Fraternity 
Fund has been established aid deserving credit. executives 


that area who have been the victims the economic depression. 


The Fund will administered non-profit-making basis 
Board Trustees. Services officers will voluntary 
and non-remunerative that administrative expenses will be, 
near possible, non-existent. The Fund contemplates 
dole. not matter charity. The motive provision 
the opportunity regain employment and, meanwhile, insur- 


ance limited measure individual assistance through 
certain specified, non-competitive types activities. 


Details the plan will released shortly and not the 
purpose this list them. For executives 
the nation, let this provide the means saluting the wisdom, 


the generosity and the vision the credit men and women who 


have pioneered and supported this development. 

congratulate the 475 Club for lighting this good-will 
torch. commend the credit fraternity for grasping the 
torch and carrying forward brighten the road human 
fellowship. 


HENRY H.HEIMANN 
Executive Manager, N.A.C.M. 
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Typical Comments Executives 
Who Have Read This Booklet 


should extra copies for distribution 


force our organization.”’ 


contents this booklet are one the topics 


for discussion meeting this week all our 
division 

e 
immediately adopted one idea eliminate 
extra handling figures our proof work.”’ 


“Some these ideas helped get our 


PRACTICAL IDE 


save you time 


Thousands executives large and 
small offices have sent for this book- 
let. The definite, practical ideas 
contains have helped many them 
eliminate expensive bottle-necks, 
annoying peak periods, unnecessary 
duplications, and other handicaps 


that slow office routine. 


Each idea clearly explained and 
easy understand. The demand for 
has already necessitated fourth 
printing. For your free copy, 
touch with your local Burroughs 
office; or, more convenient, write 


your own letterhead to— 


BURROUGHS ADDING MACHINE 
6145 SECOND DETROIT, 
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Questions Facing Business 


Executive Manager Gives His Views Leading Problems Presented 
Forum Meetings 


Henry Heimann, Executive Manager, National Association Credit Men 


one can answer with certainty but can, neverthe- 

less, form good opinion what American people 

are thinking about and interested in. travel 
about the country and have the opportunity contacting 
thousands people and these contacts are personal 
the conference public forum type, ought 
able develop outline what the mind the 
average American. 

During the six months just past have traveled ex- 
tensively. have had occasion address many groups 
and meet many people, which always interesting 
assignment. most the forums question period has 
followed address. selecting from memory 
twelve questions that have been asked more fre- 
quently than any others—with one exception. ex- 
ception would perhaps head the list but since this purely 
political question—yes, you are right, about the 
third term—we will eliminate that. 

will give you the answers gave the twelve other 
questions. answers are not the answers the Na- 
tional Association Credit Men, but personal views. 
Neither gullible imagine for moment that 
answers are absolutely correct. All they represent 
the judgment one man. There may thought 
two the answers, however, and that the only justifica- 
tion for their publication. 


the mind the American people? 


Will the United States Become Involved the War? 


had this question put from New England 
Texas. seemed uppermost the minds the people. 
think should record change the thought the 
American people with respect this question. When 
first answered this question, when war looked imminent 
Europe, answer did not seem appear very con- 
vincing. least may said that many the audi- 
ence felt was optimistic. When, months later, last 
answered this question South Bend, Ind., could dis- 
cern greater note agreement among the audience. 
There had developed shift thought the interim. 

not believe are going become involved 
the war. Here are reasons: national opinion 
formed and decision made, generally, conformity 
with the thought its When conclude 
will not become involved the war take into account 
the influences the various segments our people. 

First, let begin with labor. Labor very influen- 


Credit and Financial Management 


tial. Union labor, though not representing the majority 
American workmen, speaks the mind the American 
workmen when says our workers not desire 
become involved war. Union labor probably has two 
reasons for this: first, its natural desire avoid any war 
suffering and protect our citizens and, secondly, and 
perhaps little more selfish, its desire allowed 
live. There nothing that liquidates union labor 
organizations war. One look France will give you 
convincing answer the effect war upon union 
labor. This group, therefore, dead-set against war. 


Agriculture Opposes War 


Second, agriculture does not wish become in- 
volved war. War abhorent the average farmer 
and neither wants his own children the children 
his fellow men involved military struggle. 
patriotic individual. wants the United States 
free these entanglements. He, too, has sufficient 
judgment weigh the economic consequences war. 
past middle age knows that most his prob- 
lems today result from the late war, when farm produc- 
tion got out bounds and inflated prices prevailed. 
has been trying get out this mess due the war 
for two decades and still considerably involved. 
He, therefore, wants more it. 

Third, the men who fought the last war are dead- 
set against war. They know the death and suffering 
causes. They know the futility it. They are 
well-organized group and will use every influence 
their command keep out. 

Fourth, the American business man has sane view 
war and possible war earnings. knows that war 
profits are delusion, that unusual war earnings are 
recaptured taxation programs and bring with them 
many economic maladjustments. While admits war 
today may bring about temporary prosperity, knows 
that would prove unsound. thinks his problems 
the past years and knows they are results 
the past war. Furthermore, the American business man 
has conscience. few may deny it, but the vast major- 
ity agrees that the American business man does not seek 
blood profits. feels that the war might take away 
certain independence has been able maintain, that 
would call for further regimentation. 
not deluding himself about war earnings. believes 
the temper any administration during future wars will 
such that capital will conscripted. knows that 


war 
are 
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this occurs the entanglement after war will most 
dificult problem and leave him bad shape. 


Religion Against War 


Fifth, another influential group this nation the 
ministry. Priest, Rabbi, Minister—all know that war 
contrary the teachings true religion. are 
heralding their views from the pulpit and they are mould- 
ing public opinion against war. 

Next, the American women are independent. 
matter fact, the independence American women 
one the outstand- 
ing characteristics 
the nation. one 
its distinguished 
accomplishments. Cer- 
tainly the American 
women not desire 
war. They 
deeply war and 
while most nations 
the women can 
about it, for- 
tunately this coun- 
try they are not only 
articulate but also 
great factor mould- 
ing 
and power the 
polls. 

There one final 
reason why not 
think will become 
involved the war. 
Perhaps 
scends all other rea- 
sons. least, it- 


keep out for about 

election 


1940 and would political suicide for either party 
into the election tagged “war party.” This 
insures peace for us, least during 1940, and 
conviction that stay out that long are not likely 
get later. 


How Long Will the War Last? 


course, one can know that. all have our 
views. Most people, including those who are well- 
feeling may not long war. would not too 
greatly surprised the war were liquidated 1940. 
Here are reasons: 

First, the pattern for war too crazily drawn. Cer- 
tain alliances are unnatural. The recent activity Rus- 
sia point illustration. The situation too complex. 
Such situation can spotlight the futility war and 
believe the mass people, both this country and 
abroad, are beginning recognize the futility. Neither 
side dares start aggressive campaign that could result 
the wholesale slaughter typical the last war’s engage- 
ments. Once perhaps twice could occur, but con- 
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tinuous drive would very likely liquidate the morale 
home. That morale was not too well-grounded, 
was, some countries even before the war. many 
lands, people have wondered wars are necessary, why 
they cannot avoided. This quizzical attitude has sig- 
nificance. can sensed being responsible for the 
repeated peace manoeuvres—a rather unusual situation 
the early stages war. 


What Will Become the German People the Allies 
Win the War? 


opinion 
that the German 
people will have 
given the full right 
progress. That 
one essential 
enduring peace. 
think fair say 
that the Allies, 
they are victorious are 
not likely repeat 
their previous mistake 
when they get around 
peace table. Should 
they they would 
merely sowing the 
seeds future war. 
fair, sound 
peace, the Allies can 
help the German 
people emancipate 
themselves from 
type leadership 
that most the 
world appraises 
being detrimental 
their best interests. 


There Possibility 
the World Going 
Communistic? 


Many feel that the collapse Germany might open 
the road for further spread communism. some 
degree might but there have been any big mistakes 
certainly the first was Hitler’s alliance with Stalin. 
doing this believe sealed his eventual doom. 
definitely alienated any neutral thought the justice 
his own country’s cause. 

the same alliance, Stalin exposed his hand. That 
was second mistake. lost followers and sym- 
pathizers throughout the world. took away any 


defense they had presumed they had for their 


trines. double-crossed his people home. And when 
forced action the field battle revealed the 
military weakness that came from purges and intrigue. 
appears clear that has hastened the time 
when and his regime will liquidated. sense 
his alliance with Hitler was favorable factor for 
civilization since his program was unmasked for the 
bloody butchery and the violent abuse power really is. 


the British Empire Entering Period Decline? 


That another frequently asked question. 
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decline meant rather rapid liquidation the British 
Empire, then answer “No”. If, however, decline 
meant that the British Empire has reached its peak 
and over the centuries follow will gradually lose some 
prestige and power, then think the answer must 

The children forming the British Empire are loyal 
their mother. They have deep sense appreciation 
but, private family, the children feel that they are 
fast coming age and look ahead now living their 
own life. There will still ties but they will not 
necessarily strong they have been. 


What You Make Out the Mess Abroad? 


This large question, but have generally answered 
saying that civilization simply could not stand the 
shock the great war 1914-1918; that having sinned 
that war against all principles economics and 
humanity the world could stage sound recovery only 
approached the problem penitent mood. had 
admit its mistakes and seek correct these 
orderly fashion. But instead accepting the task re- 
building with readiness penance, the world sought 
every way avoid paying the penalty. 

Nationalistic monetary schemes, tariff policies, exchange 
restrictions were instituted. The flow commerce was 
impeded. Uneconomic legislation was programmed. The 
result the second world war. And beyond all this, say 


what you will, the leadership throughout the world was 


sadly lacking many those qualities essential for 
reconstruction. Had been otherwise, many the prob- 
lems face today would have been solved ere this. 

Perhaps because recovery has been hard attain- 
ment, many our people have taken pessimistic view 
with respect the future our country. This 
evidenced the question: 


America Longer the Land Opportunity? 

The answer that decidedly the land oppor- 
tunity although the days exploitation have passed. 
new, rich country, possessed great natural resources, 
provided exploitation opportunities. But the frontiers 
America are not exhausted. They are not limited 
geographically. The growing pains, sure, may 
make times appear more difficult, but this still land 
great opportunity. With our resources and ability 
are still the envy the world. require only 
keener sense appreciation. Our opportunities may 
have changed but they are not less numerous. 

Other lands, particularly Latin America, are still 
filled with practically virgin natural resources. South 
America will the natural resource paradise the 
near-future and the migration people from Europe 
the future will very likely headed that direction. 
But the world still has many unsettled lands teeming 
with rich resources that only await development. And 
growing opportunity for the American people will 
the other lands, well their own. 
are still too young and virile and possess too many 
make opportunity this country scarce. 

Turning the burden debt this country, every 
audience, without exception, asked the question: 


When Will Balance Our Budget? 


Eventually, course, will balance for our present 
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program headed towards confiscation and inflation. 
But will not balance within the next year two. 
Not only our mounting burden debt serious menace 
the nation, but the philosophy that makes possible such 
debt, and the ease with which assume without 
thought its subsequent effect, alarming situation. 
While will not balanced shortly believe that 
sometime within the next four five years virtual 
balance will attained. work towards lower 
deficit, our people can know that our fiscal policies are 
process change, then confidence engendered 
result such program will enable increase our 
wealth that balanced budget will possible. 


Will the Coming Congress More Conservative? 


That thought the mind everyone. believe 
that will more conservative, although not con- 
servative many would like, because are realizing 
the need more conservative treatment our affairs. 
Opportunistic types legislation have passed their peak. 
The constituency our representatives generally 
demanding more conservatism. firm conviction 
that reaction underway and that more conservative 
type Congress the offing. 


Will Pressure Groups Continue? 


Unfortunately, they The end the pressure 
groups not sight long continuously com- 
promise with them. these groups not secure 
the whole loaf they ask for but secure least few 
slices, their appetite whetted and they come back year 
after year asking for more the loaf. The pressure 
groups could liquidated this nation had the 
courage face the tax bill that would needed now 
balance our budget. Should the pressure groups con- 
tinue their growth recent years, the situation may well 
become intolerable and ridiculous that all classes 
citizens will demanding certain helpfulness. 
that event, like army that has generals 
every private. These groups will either kill the goose 
that lays the so-called “golden egg” will see states- 
men emerge with the courage face the situation. These, 
appears me, are the only two methods which the 
pressure groups will liquidated. 

Everyone, course, interested labor and the 
question was frequently asked: 


What About the Future the Labor Movement? 


believe the peak the radical disturbances has 
passed. believe that certain type injudicious labor 
leadership today represents political liability rather than 
political asset. believe that throughout the labor 
program there slowly emerging greater responsibility 
even though this evolutionary process seems slow its 
formation. The day not far distant when the average 
wage-earner will demand his labor leadership greater 
consideration than receiving today, when will 
hold that labor leadership accountability not alone for 
the funds may pay the union but also, and what 
more important, for union policies. 

fairness, must stated that while the pendulum 
the labor movement has recent years swung ex- 
tremes, business the past was not without its faults 
with respect its treatment labor. But the earlier 
days the seed was sown and page 27) 
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Measure for Accounts Receivable 
Study Receivables-to-Sales Ratios Which May Used 


Standards Statement Analysis 


Rolf Nugent, Director, Department Consumer Credit Studies, 


Throughout the period 
from 1923 1937, more 
than one million stores 
the average were en- 
gaged the types retail- 
ing which are covered our 
study merchants’ receiv- 
ables. Because the average 
business life retail enter- 
prises was exceedingly short, 
the total number enter- 
prises represented our esti- 
mates for the fourteen-year 
period probably approaches 
three million. The impos- 
sibility obtaining receivable 
figures from all these mer- 
chants has made necessary 
develop estimates from 
relatively small samples. 
For most types retailing 
there are wide differences 


Russell Sage Foundation, New York City* 


“The item ‘accounts receivable’ seems too high 
proportion the annual volume business.” 

This thought has doubtless flashed through the 
minds credit executives great many times. But, 
although some experienced credit men have been able 
form reliable opinion based upon their own 
observations, there have been generally accepted 
standards guide the less experienced. 

Consumer Credit and Economic Stability Rolf 
Nugent, just published the Russell Sage Founda- 


tion, sheds light upon the question. This volume 


presents for the first time series estimated 
ratios receivables sales covering the period from 
1923 1937 for various types retail merchants 
the United States. Through the courtesy the 
publisher, have been permitted reproduce here 
excerpts from Chapter Mr. Nugent’s book which 
are, the opinion the Editors, special interest 
credit executives. 

For detailed description the data and explana- 
tion the statistical methods used estimating 
receivable ratios, the reader referred directly 
Consumer Credit and Economic Stability which may 
had from the Russell Sage Foundation, 130 East 
Street, New York City, for $3.00. The book, based 
upon five years intensive research, interest- 
ing and comprehensive report the history, quan- 
titative aspects, and economic consequences con- 


year sales made during 
the year for each type 
merchant, and apply these 
standard ratios the total 
volume sales for each type 
merchant. 


Development Estimates 
Retail Sales 


Official figures for the vol- 
ume retail sales types 
stores became available for 
the first time 1929, when 
the first Federal Census 
Distribution was taken. Sub- 
sequent retail censuses taken 
1933 and 1935 provided 
similar figures for these years. 
the basis data from 
these three censuses and sales 
figures reported currently 
large number retailers 


the credit policies individ- 
ual stores, which are induced 
large number varia- 
bles—for example, differences 
credit-granting techniques; the size, location, and af- 
filiation the store; the credit price policies its 
competitors; the financial structure the enterprise, and 
its access credit from banks, wholesalers, and manu- 
facturers; the availability collection weapons and 
facilities for determining the responsibility customers; 
the occupations and incomes customers, and the in- 
tervals which incomes are received; and the psycho- 
logical attitude the community toward family indebted- 
ness. has been impossible obtain random selection 
enterprises. The use small non-random samples 
the basis for estimates hazardous and substantial 
degree error unavoidable. 

general, our procedure has been construct esti- 
mates the annual volume retail sales for various 
types merchants who extend credit consumers; 
obtain figures for annual sales and year-end receivables 
for sample enterprises each type; compute from these 
samples standard ratios receivables the close each 


Being excerpts from Mr. Nugent’s new book Consumer Credit and 
Economic Stability. 
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sumer credit. would useful addition the 
business library every credit executive. 


the Marketing Research Di- 
vision the United States 
Department Commerce 
has constructed and released 
periodically estimates the annual volume sales 
major retailing groups for the period since 1929. The 
federal census figures themselves have shortcomings that 
cannot satisfactorily corrected, and these limitations 
are inherent the Department Commerce estimates. 
Nevertheless, these estimates were the best available and 
have used them wherever possible the basis for our 
sales estimates for the period from 1929 1937. 

For the period before 1929 have found reliable 
estimates the volume retail sales and have been 
unable induce statisticians working this field de- 
velop such estimates. The available indices retail 
are generally limited few types merchandising and 
they are strongly biased the predominance large 
progressive stores. The most helpful data that have 
been able discover are the estimates consumers’ ex- 
penditures for various commodities and services given 
the appendix William Lough’s High-Level Con- 
sumption and the estimates the flow various com- 
modities and services given Simon Kuznets’ Commodity 
Flow and Capital Formation. 


. 

> 


Estimates sales for the period before 1929 were 
necessary our calculations merchants’ receivables 
for these years. But these sales estimates are unavoid- 
ably crude and they should used with caution. They 
represent original research and they are based upon 
generally available data, the shortcomings which have 
prevented similar estimates from being made special- 
ists the field retail trade. 


Sources and Characteristics Sample Data 


The sample data for computing standard ratios 
receivables sales have been drawn from several sources. 
have made use the summary figures published 
the United States Department Commerce its peri- 
odic Retail Credit Surveys and the figures for sales, credit 
sales, and receivables for various types retail stores 
1933 which were solicited jointly the United States 
Department Commerce and the Department 
Consumer Credit Studies the Russell Sage Foundation. 
For some types retailing have obtained figures for 
sample enterprises from published annual reports, from 
credit information services, from the credit files manu- 
facturers, and from the enterprises themselves. For our 
1937 estimates have relied heavily upon the study 
retail sales and receivables 1935, 1936, and 1937 made 
Dun and Bradstreet, Inc. But, for our series 
whole, have relied primarily upon figures transcribed 
from state corporate income tax records Massachusetts 
and Wisconsin. 


The data obtained from the Massachusetts income tax 


records include figures for sales, accounts receivable, notes 
receivable, and charge-offs for bad debts for 1,123 do- 
mestic corporations which were continuously engaged 
certain types retail trade during the period from 1927 
1935. Similar figures for 1925, 1926, and 1936 were 
transcribed for corporations this sample that reported 
for these years. The Wisconsin income tax data include 
figures for sales, notes and accounts receivable, and notes 
payable for 810 corporate stores engaged continuously 
certain types retail trade between 1927 and 1936, and 
for 850 similar corporations situated five 
which entered went out business during this period. 
For both these Wisconsin samples figures were ob- 
tained where possible for the years 1923 1926. 


How Income Reports Were Used 


Except for types retailing that were excluded from 
the area this study and for the reports few corp- 
orations that were omitted because the nature the 
business could not readily identified, because they 
covered operations outside the two states, for other 
specific reasons, the Massachusetts and Wisconsin samples 
include all corporations doing business within these states 
which met the conditions enumerated. shall refer 
corporations that were engaged continuously 
ness during the period from 1927 1935 Massachu- 
setts and during the period from 1927 1936 Wis- 
consin the “stable corporation” samples, and the 
corporations that came into and went out business 
five Wisconsin counties the “unstable corporation” 
sample. 

have sought minimize the weakness the in- 
come tax samples giving some weight data obtained 
from other sources. But, the final analysis, the accuracy 
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our estimates depends primarily upon the validity 
the Massachusetts and Wisconsin samples, and seems 
desirable this point discuss the influence the short- 
comings our samples upon our estimates. 


Apparel Stores 


The apparel group includes such diverse types mer- 
chandising family clothing stores, men’s clothing stores, 
dress shops, corset and lingerie shops, millinery 
stores, furriers, custom tailors, and shoe stores. Only 
the case shoe stores was possible allocate sample 
enterprises accurately census sub-class. few the 
other sample enterprises could identified precisely with 
census sub-classes that was considered necessary group 
together all other sub-classes the apparel group de- 
veloping estimates. 

spite the lack homogeneity among sub-classes 
apparel stores, this method treatment probably in- 
troduces smaller error our estimates than might 
anticipated. Three types stores—men’s clothing and 
furnishing stores, women’s ready-to-wear specialty stores, 
and family clothing stores—accounted for about four- 
fifths the sales the apparel group, exclusive shoe 
stores; and the sample enterprises which could identi- 
fied with these types stores indicated consistent dif- 
ferences their credit policies. 


SALES, RECEIVABLE RATIOS, AND 
RECEIVABLES SHOE STORES 


(Amounts millions dollars) 
Ratio receivables Receivables 


Sales sales close 
Year during year (per cent) year 
1923 810 1.7 13.8 
1924 791 1.8 14.2 
1925 779 1.9 14.8 
1926 801 2.0 16.0 
1927 804 2.1 16.9 
1928 802 2.2 17.6 
1929 807 2.3 18.6 
1930 634 2.8 17.8 
1931 514 3.1 15.9 
1932 393 3.5 13.8 
1933 425 2.9 12.3 
1934 495 2.5 12.4 
1935 511 12.8 
1936 558 2.4 13.4 
1937 589 2.5 14.7 


SALES, RECEIVABLE RATIOS, AND 
RECEIVABLES OTHER APPAREL STORES 


(Amounts millions dollars) 
Ratio receivables Receivables 


Sales sales close 
Year during year (per cent) year 
1923 3,177 8.6 273.2 
1924 3,152 9.2 290.0 
1925 3,163 10.0 316.3 
1926 3,257 11.0 358.3 
1927 3,350 11.8 395.3 
1928 3,390 12.3 417.0 
1929 3,434 13.5 463.6 
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1930 3,286 13.0 427.2 
1931 2,982 12.5 372.8 
1932 1,938 14.5 281.0 
1933 1,498 16.5 247.2 
1934 1,877 13.5 253.4 
1935 2,145 13.0 278.9 
1936 2,470 12.6 311.2 
1937 2,606 13.0 338.8 


Automobile Dealers 


attempt was made first divide our 


into four groups: automobile dealers, accessory dealers, 
garages, and filling stations. But any such classification 
has high degree artificiality. Most automobile deal- 
ers maintain extensive accessory and service departments; 
most garages sell used cars, accessories, and gasoline; and 
filling stations increasing numbers 
sell tires and used cars. Further 
study the samples indicated that 
classification size tended pro- 
duce more homogeneous grouping 
with respect credit policies than the 
type designations given the tax re- 
ports, and the effort distinguish 
types merchandising was therefore 
discontinued. 

The difficulties inherent the va- 
riety types enterprises defined 
automotive dealers are increased 
the fact that receivables arising out 
the sale automobiles are usually 
sold instalment finance companies, 
while receivables arising out the 
sale accessories, gasoline, storage, 
and repair services are generally car- 
ried the merchant. Since automo- 
bile sales fluctuate far more violently 
than sales automobile supplies and 
services, there tendency for re- 
ceivable ratios automobile dealers 
decline good times and rise precipitately during 
periods depression. But there comparatively little 
uniformity the pattern for individual automobile dealers 
because the relationship between automobile and other 
commodity sales differs substantially and because the 
number firms which carry part their own instalment 
receivables has diminished the other 
hand, receivable ratios enterprises dealing solely 
automotlve supplies and services tend follow more 
uniform pattern. 


SALES, RECEIVABLE RATIOS, AND 
RECEIVABLES AUTOMOBILE DEALERS THE 
(Amounts millions dollars) 


Ratio Receiv- 

receivables ables 

Sales sales close 
Year during year (per cent) year 
1923 6,800 8.5 578 
1924 6,730 8.2 552 
1925 8,829 7.5 662 
1926 9,134 685 
1927 8,047 628 
1928 9,010 8.0 721 
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Mr. Rolf Nugent 


1929 9,616 8.5 817 
1930 7,800 10.2 796 
1931 6,000 10.5 630 
1932 3,843 12.3 473 
1933 4,419 12.7 561 
1934 5,309 11.5 611 
1935 6,574 10.3 677 
1936 7,974 9.5 758 
1937 8,388 9.7 814 


Receivables Furniture and Household Equipment Stores 

For purposes estimating their receivables, have 
distinguished three classes furniture and household 
equipment stores: (1) general furniture stores, (2) house- 
hold appliance stores operated public utilities, and (3) 
other household equipment stores. The first and third 
classes were covered the income 
tax samples and estimates receiv- 
ables these stores were developed 
the methods described earlier 
this chapter. But reports 
public utilities failed generally 
segregate household appliance sales 
and receivables from other sales and 
receivables. Consequently, estimates 
receivables arising from the sale 
household appliances public utility 
companies were based upon data ob- 
tained from other sources. 

Requests for figures for appliance 
sales and receivables for the period 
from 1923 1936 were sent 
representative list public utility op- 
erating companies and holding com- 
panies. Replies were received from 
companies which accounted for 
per cent the total volume public 
utility appliance sales 1935. Ratios 
aggregate receivables the close 
each year aggregate sales dur- 
ing the year were computed for this sample and were 
applied the estimated volume appliance sales 
public utility companies each year order obtain 
estimates receivables arising out such sales. 

Both for furniture stores and for other household equip- 
ment stores, our income tax samples indicated significant 
differences the pattern the series receivable ratios 
Massachusetts and Wisconsin. The ratios for furni- 
ture stores Wisconsin rose more 1925 
and 1932 and declined more rapidly between 1933 and 
1935 than the Massachusetts series. The Wisconsin 
were lower than those for Massachusetts, and the 
standard receivable ratios for all furniture stores were 
selected approximate the midpoints between the Mas- 
sachusetts and Wisconsin series. Dun and Bradstreet 
ratios, however, were still than the Wisconsin ratios. 

For other household equipment stores the various series 
ratios resulting from the income tax samples were 
erratic because the lack homogeneity among the 
types merchandising included this class. There were 
substantial differences between the level and pattern 
the ratios for Massachusetts and Wisconsin. Scatter dia- 
grams indicated significant relationship between the 
volume sales and the level receivable ratios, and 
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differences the distribution with respect 
merchandising had important influence 
upon the level ratios than the geographic 
area which:samples were drawn. 

Estimates receivables arising out the sale house- 
hold public utility companies are probably 
close the:sample includes substantial part the 
sales and because credit policies .com- 
panies covered our sample are likely typical 
those public utilities whole. For furniture stores 
estimates receivables cover homogeneous group 
merchants with respect merchandising and 
credit practices, and these estimates are likely 
fairly For other household stores, 
however, samples were far from adequate and the esti- 
mates are crude. 


TABLE ESTIMATED SALES, RECEIVABLE 
RATIOS, AND RECEIVABLES 


STORES 

Ratio Receiv- 

receivables ables 

Year year (per cent) year 
1923 524 
1924 558 
1925 630 
1926 1,510 710 
1927 1,480 725 
1928 1,505 783 
1929 815 
1930 1,221 708 
1931 906 580 
1932 510 418 
1933 554 377 
1934 613 380 
1935 695 403 
1936 $20 
1937 868 486 


TABLE ESTIMATED SALES, RECEIVABLE 
AND RECEIVABLES UTILITY-OPERATED 
STORES 


(Amounts millions dollars) 


Ratio Receiv- 

receivables ables 

Year during year (per cent) year 
1923 
1924 100 
1925 110 
1926 126 
1927 129 
1928 133 
1929 163 
1931 124 
1932 
1934 103 
1935 123 
1936 164 126 
1937 185 148 
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TABLE ESTIMATED SALES, RECEIVABLE 
AND RECEIVABLES OTHER 
EQUIPMENT 


(Amounts dollars) 


Ratio Receiv- 

receivables ables 

Year during year year 
1923 673 195 
1924 675 203 
1925 785 243 
1926 844 
1927 896 278 
1928 987 306 
1929 1,082 
1930 825 272 
1931 588 206 
1932 310 115 
1933 118 
1934 376 128 
1935 472 142 
1936 .629 
1937 173 


Receivables Hardware Stores 


Year-to-year ivarious seties receivable 
ratios for hardware followed the same 
occurred differed materially. Wisconsin ratios: were 
higher than those for which probably in- 
dicates the greater importance ‘of household ap- 
ties. 


TABLE SALES, RECEIVABLE RATIOS, AND 
HARDWARE STORES THE 


(Amounts 


Ratio Receiv- 

receivables ables 

Year during year (per cent) 
1923 650 12:0 
1924 
1925 671 12.6 
1926 685 13.0 
1927 667 14.2 
1928 699 15.0 
1929 15.3 108 
1930 598 15.7 
1931 458 18.0 
1932 327 22.5 
1933 311 23.0 
1934 425* 18.3 
1935 467 17.0 
1936 547 15.0 
1937 590 14.7 


The increase sales between 1933 and 1934 
ably results part from classi- 
fied the retail classification the Retail 
Census 1935. 


Receivables Jewelry Stores 


Although jewelry stores represent homogeneous type 
merchandising commodity sales, credit 
practices individual stores vary enormously. Some 
stores sell almost for cash; some sell extensively 
open-book account; and others almost exclusively 
instalment contracts. Hence the accuracy our esti- 
mates depends upon the extent which these diverse 
policies are adequately the samples. 

The series ratios for stable corporations Massa- 
chusetts and Wisconsin were similar with respect both 
the level and the general pattern their movements. 
The Massachusetts ratios were sliglitly higher. than the 
Wisconsin ratios. But, when the unstable corporations 


were added, the ratios for five Wisconsin counties 


slightly those for stable corporations Massachusetts. 
seems probable that the stable corporation samples tend 
underrepresent instalment stores because mortality was 
high among such stores because such stores were 
frequently operated. as. units. of. interstate chains. 
have, nevertheless, followed the midpoint the trend- 
line series for Massachusetts and Wisconsin estimating 
receivable ratios for all jewelry stores. 


SALES, RECEIVABLE. RATIOS, AND 
RECEIVABLES JEWELRY. STORES THE 


Ratio Receiv- 

receivables ables 

Year during year year 
1923 485. 
1924 481 18.6 
1925 500. 
510: 21.0 107 
1927. 507 21.6: 110 
1928: 22:5 
1929 536 23.0 
1931 301 25.0: 
188 27.0: 
1933 175 28:0 
1934 52: 
1935 

282. 


Receivables Drug Stores. 


The pattern the year-to-year movements receiv- 
able ratios. for drug stores was clearly defined the 
samples. The relative movements the Massachusetts 
and Wisconsin ratios were almost identical. But the 
levels which these movements took place differed tre- 
mendously. The Wisconsin ratios varied between and 
per cent; while the Massachusetts ratios varied between 
1.2 and 2:5 Since the Dun and ratios 
fell midway between the the Massachusetts and 
Wisconsin ratios for the same years, standard ratios for the 
United States were selected follow the mean the 
Massachusetts Wisconsin ratios. 

Fhe selection the level receivable ratios. is, how- 
ever, essentially arbitrary. Both the Massachusetts and 
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Wisconsin samples contain inadequate representation 
multiple-unit stores, which may substantial in- 
fluence upon the level receivables; and since both 
samples represent less than per cent the total num- 
ber stores and less than per cent the total volume 
sales these states, other biases may arise from the 
selection our samples. The bias resulting from the 
Dun and Bradstreet sample cannot accurately ap- 
praised, but since the Dun and sample tended 
relatively low receivable ratios. for other types 
merchants, the drug store ratios presumably err the 
direction understatement. should noted, how- 
ever, that even the low. ratios selected. are irre- 
concilable with the census figures for credit sales. 


SALES, RECEIVABLE RATIOS, AND 
RECEIVABLES STORES: THE UNITED 
1937 


Ratio Receiv- 

receivables ables 

Sales sales close 
Year during year (per cent): year 
1923 1,268 2.4 
1924 1,293 2.4 
1925 1,379 2.4 
1926 1,408 
1927 1,491 2:7 
1928 1,609 
1929 1,690 2.9 
1930 1,554 3.3 
1931 1,438 3.6 
1932 1,182 4.5 
1933 1,066 
1934 1,156 
1935 1,233 4.0 
1936 1,344 3.5 
1937 1,411 3.5 


Receivables Food Stores 


Apart from the difficulties obtaining accurate sales 
estimates, the principal problem estimating receivables 
food stores. was. the determination the level re- 
ceivable ratios. with drug stores, the various series 
receivable ratios for food stores tended follow 
common pattern, but the level which these movements 
took place differed enormously. Wisconsin ratios 
were almost double the Massachusetts ratios, and the 
Dun and Bradstreet ratios were still lower than those for 
the Massachusetts sample. 

the income tax samples included some mul- 
tiple-unit stores, interstate chains were almost entirely 
neglected. effect the inadequate representation 
the latter stores certainly tends exaggerate the level 
receivable ratios, although the extent the exaggera- 
tion problematical. The units chain stores would 
generally fall size-classes for which receivable ratios 
were already very low. The published reports the 
large chain grocery companies indicate still lower receiv- 
able ratios, but some the credit granted local man- 
agers chain stores does not appear the bal- 
ance sheets, and some sectional and intrastate chains 
very large part their business charge-account 
basis. Estimated’ receivable 
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Are You Easy Mark? 


Get Away with Few Extra Days? 


Charles Cartier, Vice-President and Treasurer, Cartier Sons, Providence, 


Before the World War the common cash discount 
terms were ten days, thirty days net, ten 

days, sixty days net. These terms this time were 
fairly well lived to. There, however, has been 
long, drawn out, gradual change. The most radical being 
few years back when the banks tried adopt national 
policy charging small fee for every check cleared. 
short time afterwards the payables departments many 
concerns asked allowed pay their accounts twice 
month without losing discount, using excuse, the 
elimination many checks, thereby saving the check fee, 
plus the fact that would eliminate detailed work 


their offices. Many the credit granters readily granted 


these concessions. 

Shortly afterwards these same concerns requested that 
they allowed pay their accounts once month using 
the same excuses but emphasizing more strongly the elimi- 
nation more detailed work their offices. Reluctantly 
the credit manager granted these further concessions. 

This went along for some time, then instead paying 
the tenth proximo, the time was stretched little. Checks 
would received from the twelfth the fifteenth. Grad- 
ually this time was extended until checks the present 
time come anywhere from the twelfth the thirtieth 
but the checks most cases always dated the tenth. 
Absolute chiseling! 


Not Limited Small Companies 


you will stop analyze your accounts, you doubt 
will find that the chiselers, called, that stretch their 
terms the longest are not all cases the small inexperi- 
enced concerns, but very many cases the substantial 
corporations carrying fairly good rating, companies 
many years experience. They take advantage the fact 
that under present severe competitive conditions, they will 
able get away with this unjust practice. the 
writer’s sorrow, many instances, these concerns have 
membership our Association. 

These unjust practices have added considerably bus- 
iness overhead because the company that tries ethical 
its dealings living all proper obliga- 
tions and paying their bills promptly that their 
checks will received their sources supply the 
tenth each month, have resort short term borrow- 
ing, simply because their own customers are chiseling 
their terms. 

Many times the creditor not taking into considera- 
tion the fact that when encourages the terms chiseler 
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allowing him take advantage cash discount after 
the due date according terms contract, very often 
unwittingly helps the future shady bankrupt. 


“Discounting for Bust?” 


For instance, new account opened and for few 
months bills are discounted promptly the tenth prox- 
imo. The next month two, terms are stretched the 
twenty-fifth the thirtieth proximo. The credit man- 
ager allows this continue for some months, which really 
means the time his bills are paid, has accumula- 
tion two months charges. This payment habit fol- 
lowed skipping one month and not discounting. 
then has three months’ purchases not paid for before the 
credit managers stop the account. this repeated 
from several sources supply before actual bankruptcy 
petition filed, this account has opportunity ac- 
cumulating for concealment purposes practically years 
supply merchandise. 

this terms chiseling had not been allowed the first 
place, possibly this account would have only been able 
secure two months merchandise instead three, thereby 
saving the creditor approximately one-third. you will 
stop analyze your past accounts that have resorted 
the bankruptcy courts, you will surprised 
note the very large majority were terms chiselers. 

The writer believes that the cash discount terms used 
the present time are decreasing efficiency offices, 
between the twelfth and probably the twentieth the 
month, there such rush checks coming in, that the 
bookkeeping department considerably overworked, and 
many instances requires extra clerks for short period. 
payments were distributed throughout the month, 
would eliminate this confusion and added overhead ex- 
pense. 


Covered Robinson-Patman Law 


Another question that comes that most business 
houses today governed certain respects the Rob- 
inson-Patman Act which specifically prohibits discrimina- 
tion between the same class buyers. not fact 
that when you allow one concern take advantage 
cash discount the twenty-fifth proximo instead the 
tenth proximo, and you not grant this same privilege 
all your customers, you are discriminating favor 
the one that you allow this privilege? well 
remember that under this law, both parties are equally 
responsible case discrimination. This serious 


question. 

How nice would for 
the credit departments the 
several businesses able 
back the so-called “good 
old days” when cash discount 
taken. other words, 
obtain your cash 
pay your bills promptly within 
ten days. Now contrast, 
account may run for sixty days 
and cash discount still 
taken. For example: you re- 
ceive order from good cus- 
tomer the twenty-fifth the 
month. You will discover some- 
times this order very small 
print, shipments after the 
twenty-fifth considered 
payable the first the 
following month.” con- 
cern will pay the twenty- 
fifth proximo. The purchase 
was made the twenty-fifth, 
two months previous. Result— 
discount sixty days. This 
unjust, unnecessary, and you 
might say, unbusinesslike. 


Strong Campaign Needed 


Criticism without some sug- 
gestion how faults can 


ATTENTION! TRADE GROUPS! 


When the representatives from 
your industry meet the next 
not set down this problem 
“terms one the 
major subjects for discussion? 
The suggestion made Mr. Car- 
tier for active campaign against 
this evil certainly has merit, and 
your industry group the most 
effective place start such 
drive. May not hear from 


Group Chairmen their re- 


action this suggestion? 


bers our Association 
more careful far term dis- 
counts Secondly, 
through our national magazine 
and through the publicity de- 
partments all our different 
branch organizations 
subject of.the injustice terms 
chiseling. 

This would probably bring 
out newspaper articles the 
subject some parts the 
country least. our cam- 
paign were strong enough, the 
fact could driven home that 
term chiselers are not composed 
they seem think, but more 
class of, let say, little bit 
tricky businessmen. This could 
amongst all our members, 
gradually all agree refuse 
accept any payment from any 
account where unearned, ac- 
cording terms, cash discount 
has been taken. 

campaign this sort 
successful, would fol- 
lowed another method 
change the usual cash dis- 


corrected little value. Therefore, the following 
might suggested. First all, let ask the question 
how many our own members practice, one way 
another, some the unjust practices, illustrated above. 
Most naturally, we, members this Association, 
not practice what preach, our Association cannot, with 
very much prestige, correct this evil. Therefore, the first 
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HOLD THIS CHECK 
ANOTHER DAYS. 


count allowance cash discount allowance those 
who take advantage paying once month, and those 
who pay their bills within ten days, cash discount, 
certainly one who pays his bill promptly would en- 
titled more favorable terms than the one who con- 
tinuously, not only paying and taking discount beyond the 
discount terms, but paying beyond the net terms. 


Bares 


V 
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Beware “Dead Dollars!” 


Look for Dangers Lurking Overloaded Inventories 


Bullard, Special Writer, Central Valley, 


city 300,000 population went the bank 
borrow money. The banker requested inventory 
the stock hand. that inventory was item 
which attracted the attention this banker. 
that pretty large stock cigars?” asked. 
“Tt is,” the retailer agreed, “but got them price 
which will show good profit.” 
“Oh! About six months.” 


“You don’t need loan,” 


One the most successful confectionery retailers 


the banker insisted. “You 


need turn those cigars into money just quick 


you 

“But,” the retailer objected, have cut prices 
so. make less profit than would took 
time.” 

“You might also lose money,” the banker explained. 
“Tf you were able get this lot bargain price there 
are probably more sacrifice goods the market. You 
just can’t tell what will happen. The only safe way 
get your money back soon possible.” 


Too Much Cash Inventories 


There then followed talk inventory. The banker 
explained how many business men suffered heavy Iosses 
directly after the war because inventories which were 
far too high. pointed out that order after order 
which had been placed had been cancelled just soon 
transportation facilities became such that shipments could 
get through time. One month manufacturers thought 
they were booked with enough orders keep busy 
for years. The next month they wondered where they 
could get little business. 
great deal with bringing the depression 1921. 

“After you sell those cigars,” the banker said, “if you 
need any money come then.” 

The dealer sold those cigars but smaller margin 
than had planned. his inventory more 
closely than ever had before and result did 
more business. His failure obtain loan 
because overlarge inventory, admitted, had 
great deal with his degree prosperity after that. 

odd feature about this case was that this man had 
built his the basis always having fresher 
stocks than any other retailer his line the city. 
made his own candy because that way could 
certain its freshness. Never, until after the World 
War conditions had been tempted overstock any- 
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Enlarged inventories had 


thing. this case had gambled those cigars—and 
had his error not been pointed out him the banker, 
likely the tendency increase the inventory would 
have grown till his reputation would have been injured 
due customers buying his stores things which did 
not meet the standard freshness they had been taught 
expect. 


Dangers Over-Optimism 


young man, amply backed financially his father, 
started the retail business. There were many things 
needed learn about managing small retail business 
and one the most important these was watch 
his inventory. had high hopes much larger 
volume sales than realized and stocked anticipa- 
tion these hoped for sales. his financial 
backing those from whom bought were glad extend 
him all the credit desired. Apparently, they did not 
give whoop how over-large his inventory became: 
the end, they lost customer and had take settle- 
ment their accounts what was allowed the bank- 
ruptcy court. 

This man was good salesman. had the ability 
build sales volume profitable degree. Like 
many other good salesmen, however, was over-opti- 
mistic. was succeed, was absolutely necessary 
that somebody hold him down. Those who extended him 
credit could have done this refusing give him credit 
for too great inventory. 

That this was the case indicated the fact that 
some ten years later another man took over this same 
store. This man had more idea the importance 
holding down the inventory than the first one. fact, 
both men were very much alike many respects. ‘There 
was just one great difference. The last man had prac- 
tically financial backing. 

ordered and ordered from the wholesale houses. 
the end the month had great big inventory. 
took great pride showing his friends all the stock 
the stock room. When came paying his bills,. 
was different matter. So, the wholesalers sent their 
trucks around pick what had bought and was 
unable pay for. Then started over again. His 
average inventory ran about right for the volume 
business was doing. 

This man success his business. addition 
his original store, owns two others that city 
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and has finally learned the lesson inventory. The 
stock which considers normal for all three the 
stores not large thought must have for one 
store alone during the early days his business career. 


Best Sell Too Much? 


The essential difference between these two men was 
that one did not have the credit needed overstock 
the wholesalers saw that was not allowed re- 
tain his stock room larger inventory than could 
pay for. The other man did have the credit needed 
overstock and the wholesalers went far actually 
store for him goods which bought excess what 
could place his stock room. was much 
money invested goods was impossible make the 
business break even, say nothing showing profit. 

the 1890s three young men formed partnership 
and started cash meat and grocery business. Their 
capital was limited but from the very start they did 
large volume business, volume which continued 
grow. growth was rapid, was difficult 
obtain the credit necessary carry the stocks required 
meet the demand even when the turnover was extra- 
ordinarily high. 

1914, however, these men had accumulated good 
sized fortunes. The credit the firm was first class 
and difficulty was experienced securing deliveries 
anything ordered regardless the quantities. soon 
shortage anything appeared threaten, there- 
fore, large orders were placed. Inventories were greatly 
increased. This was the case especially with sugar. The 
only thing which enabled these men remain busi- 
ness after 1918 was the fact that they possessed large 
enough private fortunes keep the firm going. There 
were years when did not even break even. The 
reason being inordinately increased inventories. 

During the continuance the present war Europe, 
lasts for any length time and proves 
serious one, there are bound times when business 
men will tempted increase their inventories the 
same dangerous point. War had hardly more than been 
declared when housewives began increasing 
ventories sugar unnecessary degree, one might 
almost say silly degree. Retailers, wholesalers and 
manufacturers may also have felt the urge jack 


their inventories point considerably higher than they 
have carried for years. 


Why Gamble With Inventories? 


Every experienced business man knows that unusually 


large inventories are dangerous. ‘They know that buy- 
ing more than for current needs gamble and not 
When the fever on, however, there 


good business. 


only one way prevent them from overstocking 
and that deny them credit. Just long 
the banks, the credit departments 
manufacturers and wholesalers, other 
sources from which money may 
obtained, keep close watch in- 
ventories and refuse credit which 
used for the purpose increas- 
ing inventories out bounds, there 
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cannot happen what did happen during and directly after 
the last great European war. But not need crisis 
warn this care. 

there not this watchfulness overstocking can eas- 
ily lead even more serious depression than that 
through which have been going. present war 
may for years. may for only months. 
may end weeks. one can certain just how 
serious will prove be. has number char- 
acteristics which are new. other war has been 
fought over the radio the extent this one has been. 
not usual for hostilities remain just moderate 
for month more after war has been declared. 

Prices may rise suddenly, any time, and con- 
siderable heights. Again there may increase. 
rise might followed decline which reached 
lower level than that from which prices started. How 
successful retailers will resisting the temptation 
overstock depends great deal upon how easy 
obtain the credit needed overstock. When business 
man has the money and pays cash for the surplus stock 
buys, inclined more cautious than when 
using the money somebody else. Besides, 
limited the amount cash has. When buys 
credit, limited the amount credit can 
obtain and that determined largely the attitude 
the grantors credit. 


Tight Rein Needed 


The owners growing and prosperous automotive 
wholesale concern realized this fact back 1929. 
rectly after the stock market collapse that year, the 
owners this firm held conference. was decided 
adopt new credit terms and lower the limits credit 
granted the customers. 

“Tt was like this,” the 
manager the com- 
pany explained. “We 
are selling lot 
little firms, garages, fil- 
ling stations, small 
stores. lot these 
fellows will stock 


Goods piled the ware- 
house represent dollars. 
Keep them active. 
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just much will let them. long they can 
buy all they want credit they will careless about 
collecting what due them. limited the credit 
granted each these firms what would cover the 
necessary inventory. Then, ‘required that all bills 
paid every week, instead every month the past. 
The customers our customers got their pay every week. 
our customers did not collect what was due them 
could not collect.” 

1933 this man was able point the fact 
that very few the firm’s customers had failed. 
lections were trifle better than normal. Everything 
was much more satisfactory than was with competing 
wholesalers who had given less attention inventories 
customers. The salesmen this particular firm were 
instructed not only hold down the limit orders 
taken but make point observe any customer 
was buying from other wholesalers degree which 
gave them too large inventory. there were signs 
overstock, the salesman reported back the office 
that fact and talked the customer out buying what 
did not need. 

The real inventory firm, this wholesaler insisted 
not only the stock has his shop, store, stock room, 
etc., but that which has sold and has not yet been paid 
for. During abnormal times, especially, the wholesaler 
has watch this entire inventory each and every cus- 
tomer his own credit losses are not become danger- 
ously high. 


What Audit Will Reveal? 


The owner old and presumably prosperous store 
found his business bankrupt condition when vis- 
ited the bank get loan. His credit had always been 
good. firm from which bought ever questioned 
it. Neither did they take any interest his inventory. 
Always, before, when needed little money from 
the bank had been able get without any trouble 
all. this particular time, however, that bank was 
exercising considerably greater caution than usual. 
insisted upon auditing the books, taking inventory 
the stock, learning the exact condition the business. 
The examination showed condition which made the 
future virtually hopeless. The report made the re- 
tailer was that his business was such state the best 
way out was through bankruptcy. took that way and 
died little more than year later. There good reason 
believe that his failure business had good deal 
with aggravating the condition which brought 
about his death. 

Obviously all the wholesalers selling this man had 
taken the same precautions that automotive 
did, they would have seen that did not over- 
stock the degree did, that did not extend credit 
beyond safe point. 

That this true indicated the case young 
man who owns store that same city. This man 
started his store himself, still business, was com- 
petitor the older and more firmly established store. 
His credit was not good, however. All those who 
granted him credit did cautiously. They just would 
not extend enough credit him permit him over- 
stock. has made some net profit right through the 
depression, has moved into new and better store and 
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looking toward the future with greater and greater con- 
fidence. Limited credit, granted him with caution 
which has forced him keep his inventory down well 
within safe margin has done much anything else 
make this man successful his business just too 
liberal granting credit the older store had more 
than anything else with forcing out business. 


Too Much Credit Dangerous 


Too easy credit usually leads disaster whether 
business firm individual who gets the credit. 
This especially the case where that credit used for 
the purpose gambling inventories. 1926 friend 
mine had forty thousand dollars and good job. 
conservative man and not inclined take chances. 
Yet, when everybody was speculating stock, in- 
creased his inventory stock borrowing money and 
buying margin. When the stock market collapsed 
found himself with too many stocks hand. the 
end none his money was left and addition, had 
lost his job. His inventory was far too high. 

When easy secure credit increase inventories 
beyond reasonable bounds many business men are 
tempted exactly the same way this friend mine 
was. They start gambling inventories. The end 
result more than likely failure. Always, when 
made relatively easy use other people’s money for 
the purpose gambling, the temptation gamble 
greater and the eventual losses are greater. does not 
matter whether individual, relatively few busi- 
ness concerns, entire industry virtually everybody. 

There are lot people who just cannot refrain from 
gambling when there money credit available with 
which gamble. man who started business with 
little capital that could buy but day’s supply 
stock time, whose credit was bad that had 
pay cash for what bought and was forced use 
the money took one day pay for what bought 
sell the next, made spectacular success. Within 
few years had fair sized fortune and also good 
credit rating. 


What Twenty-Year Record? 


Personally, have never discovered business man, 
who, starting with plenty capital and credit, has been 
business for twenty years more, has never passed 
through bankruptcy and now doing profitable busi- 
ness. Those have interviewed have had little capital 
and credit the start they were forced keep down 
their inventories. result they made real successes 
their businesses. lot those who failed would 
also have made successes had credit been extended 
inventory basis rather than financial backing basis. 
One large wholesaler said that when anybody his firm 
went into the retail business and stated that the firm 
encouraged those who desired this so, the firm 
watched the inventories these new firms with eagle 
eye. this way, explained, these men made successes 
their businesses and became good and loyal customers 
the wholesale firm for which they had formerly 
worked. 


Nore: Next month shall have article Mr. Eugene 
Benjamin how tell when inventories are too high. 


1940 


ene 


Insurance Man Talks Credits 


Points Relation Between and the Three 


Andrew Pardew, Vice-President Pittsburgh Association Insurance Agents 


Why have associations? Those the type 

yours and ours have become important factor 

the American way conducting business. They 

are constantly expanding beyond their original pur- 
poses visions possibilities increase their horizons. 

venture say that when yours was formed was 
primarily for the establishment correct credit policies. 
What are correct credit policies? you could determine 
them for the future, all need constitution, by- 
laws, rules and regulations with authority enforce 
them. Correct credit policies today may not the 
correct credit policies tomorrow. 

The real value association regiment thought. 
Thoughts and opinions change, not because vacillation 
but because reactions changing conditions. stress 
regimentation thought for this reason: shall endeavor 
prove you that credit men and insurance men have 
much common that broader regimentation 
thought—the thought the combined groups—is now 
most opportune. 

Credit men and insurance men work the same end— 
conservation. the firms corporations you individu- 
ally represent, you are definitely the conservative element. 
Perhaps that the reason that 84% the credit men 
the country also supervise the placing insurance for 
the protection their own firms. 


Need Shock Absorbers 


our two Associations had nothing else common, 
should drawn together the similarity objec- 
tives. work reduce the shock economic losses. 
Economic losses form the chief contributing factor 
credit losses. given the opportunity, insurance will 
step between most economic losses and credit losses. 
that opportunity now seek soliciting your 
assistance program education—not alone influ- 
ence your customers avail themselves mutually 
advantageous plan protection against capital losses, but 
enable you even more intelligently design your own 
insurance coverages. Association, you can accom- 
plish ends that individuals you could never attain. 
Keep mind that many those whom you extend 
credit are also members this Association similar 
ones other cities. 

There not one among you who would belittle the 
value insurance for the direct protection your own 
assets and working capital. must certainly just 
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valuable for the protection the assets and working 
capital those whom you grant credit. The chances 
are least three one that insurance would more 
value them. The smaller the firm the greater its need 
for protection. loss which might not seriously affect 
large corporation would spell disaster another smaller 
one, and shall later show you that the small ones can 
have just great losses the large ones. The majority 
credit applicants are firms and corporations 
assets are much smaller than those from whom credit 
sought. 


Need for Cooperative Effort 


Your National Association has made number sur- 
veys determine the extent which inquiries are made 
credit men insurance carried the credit appli- 
cants. The figures emphasize the temerity credit men 
generally making such inquiries. 

Why not use the prestige your Association accom- 
plish that which individual effort can not? That the 
real value Association. You are interested, 
Association, cutting total credit losses. The affiliation 
local organizations into national one definite proof 
that. Drive home the public that good credit exper- 
ience and good insurance experience mean added wealth— 
that credit and insurance hand hand. Ultimately 
the public will accept axiom and resistance 
inquiry into insurance programs will disappear. 

spite the fact that the public seems enjoy any 
reference the insurance agent the personification 
annoying persistence, that public still woefully lacking 
knowledge proper insurance coverages. Somehow 
hard jolt them into realization their needs. 
They seem more concerned about protecting property 
they have worked for years secure, than was janitor 
certain apartment house concerned with his own 
safety. When one the engineers from fire insurance 
company was completing inspection the apartment 
building, asked the janitor: “And what you 
when you hear the fire alarm, good man?” 
just get and feel the wall, and ain’t hot, 
back bed.” 


War Brought Insurance Mindedness 


Let call your attention the fact that the country 
did not become life insurance minded until the value 
life insurance was stressed the government during the 
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World War. The life insurance agent was just per- 
sistent before the war, and life insurance was just 
good investment before after. 

Frankly, need the help credit men make small 
business insurance minded. return for this assistance, 
will cut your credit losses. Your National Associa- 
tion has figured that saving $250,000,000 could 
made annual fire waste, would mean gain 
close billion dollars American business. Can 
anyone deny that such gain would materially improve 
credit conditions? 

not mean infer that credit men should require 
credit applicants carry every known form insurance. 
not mean infer that all applicants should re- 
quired carry specified list coverages. Insurance 
elastic and accomplishes its greatest service when fitted 
the needs the assured. some cases the possibility 
certain type catastrophe remote, yet may 
the outstanding hazard others. 


What the Three “C’s?” 


Let here refer that familiar yardstick yours 
for measuring credit which applicant entitled— 
those three words: “Character, Capital and Capacity.” 
will not add any requirements your present yard- 
stick. would not even “insurance” began with 
capital “C.” Insurance definitely affects character; 
definitely affects capital; definitely affects capacity. 
After years experience the writing surety bonds, 
happen know something about those three words. 
Surety companies use that yardstick faithfully 
you do. 

One who does not carry insurance 
gambler. Not only does gamble with his own 
resources, but gambles with the money his creditors. 
gambler not good credit risk. 

“Capital”: True capital not the amount ap- 
pearing such financial statement. that sense 
the amount which stockholders have put estab- 
lish the business. Liabilities may impair that capital, 
you well know. Where proper insurance not carried, 
there are certain definite legal liabilities which should 
much covered reserves depreciation securities, 
bad debts, etc. The main difference that generally 
these liabilities are many times the invested capital, and 
they appeared financial statement there would 
possibility the applicant securing credit. 

“Capacity”: The capacity you are interested 
the ability the customer continue the operation 
his plant profitable basis. Capacity depends 
two things: good business judgment those matters 
which can controlled, and insurance against the hazards 
which cannot controlled. 


Repeat Orders Are Necessary 


Your Sales Departments spend good money develop 
customers. money spent with the idea that the 
immediate sales the new customer will probably not 
produce sufficient profit cover the sales promotion cost, 
but that repeat sales the future will produce profit. 
The credit man has this added responsibility: must 
figure ways and means for the new client maintain 
proper credit rating. His success your success. 
fully realizes that your requirements are made that 
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end, and realizes that your suggestions have value, you 
have cemented relationship which even your Sales 
Department would have difficulty accomplishing. 

“But,” you say, “granted the importance insurance 
the credit picture, how can overcome the resistance 
credit applicants which certain appear when 
ask that they carry proper insurance?” Their resistance 
can certainly overcome shown that they and 
not you are unreasonable. Their most likely argument 
would “we don’t need insurance; the possibility 

Surveys show that 46% those merchants and manu- 
facturers who lose their stores plants through fire are 
unable re-establish themselves. 

But why stress fire insurance alone? The finest fire- 
proof plant can totally wrecked explosion. 

boiler explosion, even though did not wreck the 
plant (which can easily do) will wreck enough ma- 
chinery virtually render the entire investment the 
plant worthless. 

Daily the United States trusted employees embezzle 
close half million dollars. 

Losses from forgery are least that large. know 
one concern Pittsburgh—not bank nor invest- 
ment house—which carries forgery insurance the 
amount three-quarters million dollars, and let 
assure you that the executives that company know 
enough about insurance that they not waste money 
unnecessary protection. 


Liabilities That Affect Credit 


Even now have referred only property losses. 
When you see, day after day, newspaper accounts 
judgments ranging six figures following accidents 
resulting injuries the public the operation 
automobiles, trucks, elevators, even resulting merely 
from the maintenance mercantile manufacturing 
premises, you ever stop think how many those 
whom you extend credit would reduced bank- 
ruptcy they sustained losses that size? losses 
have regard for net worth property values. 
merchant whose entire property and contents have com- 
bined value $25,000 could lose only $25,000 fire 
explosion; but accident growing out the opera- 
tion small truck could cost him twice three times 
that amount. 

not necessary for truck directly involved 
accident bring about claim. Minneapolis 
the vibration passing truck was supposed have 
caused light standard one the streets topple 
over. The standard hit three women. owner 
the truck was sued and, spite the fact that there 
was some proof that the base the standard had been 
loosened rusted bolts, the Courts upheld total awards 
$66,000. The City Minneapolis and the Min- 
neapolis General Electric Company were exonerated. 

have even noted reports three cases where injured 
firemen recovered judgments $20,000, $30,000 and 
$37,945 from property owners because injuries sus- 
tained while fighting fires their premises. 

manufacturer food products could lose many 
times his investment over night disgruntled inefh- 
cient employee allowed foreign substance become 
mixed batch (Continued page 26) 
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for You!” 


Human Interest Story Told Collection Letter File 


James Willoughby, Former Credit Manager 


Editor’s Note:—It has been our hope 
for some time print complete col- 
lection file. has been our idea that 
such presentation would “ring the 


bell”? with human interest touch. 


Doubtless many our readers will 


find that this series letters checks 


with some their experiences. 


LEAD PAINT COMPANY 
SECOND HOWARD STREETS 
SAN FRANCISCO, CALIFORNIA 


May 15, 1939 
Sunnyside Auto Paint Co. 
217 Main Street 
Sunnyside, California 
Gentlemen: 

Please refer our statement May 
lst, which you will note there 
past due balance $387.15. 

calling the matter your atten- 
tion this time, feel sure that you 
will favor with your check cover. 

Very truly yours 

ATKINS 

Credit Department 
AA: AMG 


LEAD PAINT COMPANY 
SECOND HOWARD STREETS 


SAN FRANCISCO, CALIFORNIA 
May 25, 1939 


Sunnyside Auto Paint Co. 
Main Street 
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Sunnyside, California 
Gentlemen: 

Following our letter May 15th, 
which have had reply, are again 
calling your attention the past due 
balance $387.15, which still open 
your account, with us. 

Can that our previous letter 
and statements have mis-carried? 
must insist immediate settlement 
this item. 

Very truly yours 

ATKINS 

Credit Department 
AA: AMG 


May 27, 1939 
Mr. Atkins 
Credit Department 
Lead Paint Co. 
2nd Howard St. 
San Francisco, Calif. 
Dere Sir: 

aint got $387.15 and that why 
aint sent you pay bill. 

got lots money owed me, but 
cant collect now. 

you will just patient with 
will get mine and will send you yours 
soon get it. 

Joe Bono 


LEAD PAINT COMPANY 
SECOND HOWARD STREETS 
SAN FRANCISCO, CALIFORNIA 


May 31, 1939 
Mr. Joe Bono 
Sunnyside Auto Paint Co. 
217 Main Street 
Sunnyside, California 
Dear Mr. Bono: 

Thank you for your favor May 27th, 
wherein you advise your collection 
troubles and request slight extension 
time, the $387.15, now past due 
your account with us. 

are pleased advise that are 
setting our file ahead June 15, 1939 
and trust you will have been able 
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clean this item up, prior that date. 
Assuring you our willingness 

co-operate all times, are, 

Very truly yours 

ATKINS 

Credit Department 


AA: 


LEAD PAINT COMPANY 
SECOND HOWARD STREETS 


SAN FRANCISCO, CALIFORNIA 


June 19, 1939 
Mr. Joe Bono 
Sunnyside Auto Paint Co. 
217 Main Street 
Sunnyside, Calif. 
Dear Mr. Bono: 

What success have you 
ing your accounts? 

fail find where have been 
favored with your remittance cover 
the $387.15, which past due your 
account with us. 

extension time was granted, 
your request, enable you make 
collection your accounts and forward 
payment us. 

Having had word remittance from 
you, must now demand settlement 
once, return mail. 

Very truly yours 
ATKINS 
Credit Department 


collect- 


Mr. Atkins 

Credit Department 

Lead Paint Co. 

Howard St. 

San Francisco, Calif. 
Dere Mr. Atkins. 

You give time 1/2 month. That 
aint enough. tell you, how 
is. Mr. Zamperini owe $72.00. His 
grape dam good this year because 
rain all the time. got money. 
and his wife and kids they 
relief and got wait till next year. 

All the other fellers what owe 
money, their grapes good from rain 
and they got relief and got wait 
till next year. 

You and me, hope they all get good 
grape next year and get good price maybe 
$16.00 ton and get paid. 

You help get good price drink lots 
wine. 

you wait till next year and 
both get our money. 

Joe Bono 
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LEAD PAINT COMPANY 
SECOND HOWARD STREETS 


SAN FRANCISCO, CALIFORNIA 
June 26, 1939 

Mr. Joe Bono 

Sunnyside Auto Paint Co. 

217 Main Street 

Sunnyside, California 

Dear Mr. Bono. 

have your favor June and 
regret advise that not possible 
for wait until next year for 
settlement your account with us. 

you cannot make payment the 
entire amount this time, doubt, 
you could send much, say twenty- 
five dollars, each week until paid 
full. 

Please let have your reaction 
this suggestion. 

Very truly yours 
ATKINS 


Credit Department 


LEAD PAINT COMPANY 
SECOND HOWARD STREETS 


SAN FRANCISCO, CALIFORNIA 


July 1939 
Mr. Joe Bono 
Sunnyside Auto Paint Co. 
217 Main Street 
Sunnyside, Calif. 
Dear Mr. Bono: 

Please let hear from you, without 
further delay, regarding your paying 
least $25.00 per week your old 
balance with us. 

not hear from you within ten 
days from date this letter, shall 
assume that you not wish make any 
settlement this account and will 
place same the hands our Attorneys 
for immediate suit. 

Very truly yours 
ATKINS 
Credit Department 


July 13, 1939 
Mr. Atkins 
Lead Paint Co. 
2nd Howard St. 
San Francisco, Calif. 
Dere Mr. Atkins: 

did not rite you befor account 
got married and have been pretty 
busy that. 

cant make any money with shop 
sell him and get married. 

Now cant pay you $25.00 week 
even 25¢ week because got job. 
Maybe you will give job and pay 
$25.00 week and you could keep 

(Continued page 24) 


January, 1940 


pi 
June 23, 1939 

by 


EVERY MAN OWN 


layman can get lot miscellaneous infor- 

mation out medical handbook for couple 
dollars. But applying his needs leads 
remarkable results, too often tragic, every physician 
knows all too well. Amateur dosing has given many 
surgeon desperate last-minute problem appendec- 
tomy, mention well known field amateur error. 


That why the experienced professional man who 
devotes his life the specialized problems his prac- 
tice turns other specialists for advice and counsel. 
knows that the guidance the experienced agent 
broker the complex insurance field will give him 
complete, economical coverage against personal and 
business hazards. does not just ask for worth 
insurance, worries about uncovered 
risks lapsed policies that might wreck the result 
years effort. 


Like the physician, the insurance agent broker 
middleman, rendering indispensable service his 
own special field. And because believe the mid- 
dleman’s function and services, refuse accept 
business direct because not the interests the 
company the assured so. When you buy 
National Surety Fidelity Bonds, Surety Bonds, Bur- 
glary Forgery Insurance through your local insur- 
ance agent broker, you deal with customer and 
friend who fellow member and supporter the 
American Business System. 


stock insurance company directed the mem- 
bers the medical profession your city. 


NATIONAL SURETY CORPORATION 


VINCENT CULLEN, President 


When writing advertisers mention Credit Financial Management 


(Continued from page 22) 


$5.00 week and soon get your $387.15 
that way and would have job too and 


would both What you say? 


LEAD PAINT COMPANY 
SECOND HOWARD STREETS 
SAN FRANCISCO, CALIFORNIA 


July 17, 1939 


O 


Das 
Mr. Joe pon 


St. 
Sunnyside, Calif. 
Dear Mr. Bono: 

are sorry inform you that 
could not give you job, you sug- 
gest. However, you might see our Mr. 
Baker, our South San Francisco Plant, 


but understand that they are not 
taking applications this time. 

You must make some arrangements 
pay this account, and once, you 
not wish hand the matter our 
Attorney who, doubt, could find 
some method forcing payment. 

Very truly yours 
ATKINS 
Credit Department 


July 22, 
Mr. Atkins 
Credit Department 
Lead Paint Co. 
2nd Howard St. 
San Francisco, Cal. 
Dere Atkins: 

have got relief. Aint lucky 
got married? warnt married 
would only get $24.00 per month, but 
now, account married get 
$56.00 per month. aint lucky 
got married. 

cant pay you because relief 
and the relief lady says that cant 
spend the relief money pay bills 
with. you are out luck. 

sorry for you. 

Joe Bono 


Mr. Huth, Assistant Credit Manager, Inter- 
national Smelting and Refining Company, 
Chicago, Indiana, sends the following amusing letter 
from customer which was received with remittance. 


Co. 
entlemen: 

What headache this account has 
been! About months ago paid some 
money that positive did not owe, 
positive that argued for months 
and then paid under protest save 
remaining sanity, and wrote the 
check "Hush Money." 

close out paid your last in- 


G2! 


Credit and Financial Management 


voice heaved prodigious sigh, 
and washed hands, Pontius 
Pilate. 

How sweet and brief respite, for 
today Farley's hireling left this bill. 
Contrary state's physics, 
must have all have and then more!! 

Shades Newton and Archimedes!! 
Please return our receipt with your 
ever, 
JONES CO." 
Very truly yours, 


What New York Banks Are 
Doing Care for Business 


What are the banks doing take care the credit 
needs business? This question frequently heard 

with hint attached that business would lot 

better “if the banks would only loosen little.” 
The American Bankers Association making study 
this important Are the Banks Doing 
Take Care Business?—sending questionnaires 
the commercial banks every state. sum- 
mary the report the survey New York State, 
announced November the American Bankers 
Association. 

Commercial banks New York State made more than 
one million new loans totaling excess billion 
dollars business firms and individuals during the first 
six months 1939 and renewed more than million 
outstanding loans amounting more than billion 
dollars the same period, according study the 
bank lending activity the state. 

addition, the study revealed that business organiza- 
tions are using only one quarter the lines 
credit” kept constantly available them the books 
the banks. 

making its study, the A.B.A. sent out question- 
naires the 746 commercial banks the state which 
are members the association, and received loan figures 
from 411 member institutions per cent the 
entire number. 

These reports showed that the 411 banks made 1,175- 
282 new loans between January and June total- 
ing $4,620,402,723, and that the same period they 
renewed 773,795 outstanding loans aggregating $1,448,- 
banks also reported that the same 
period they made 4,884 new mortgage loans totaling 
$28,796,795. 

The average number new loans per bank was 
2,860 and the average loan was for $3,931. 

The average number loans renewed per bank was 
1,883 and the average renewal was for $1,872. The 
average number new mortgages per bank was and 
the average mortgage was for $5,896. 

Seventy-four banks reported that they maintain “open 
lines credit” available borrowers the sum 
$2,141,204,346 but that only per cent, $538,341,- 
906, this open credit their books was being used 
borrowers June 30. 

Thirty-eight, per cent, the commercial 
banks Greater New York City reported making 907,- 
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490 new loans totaling $4,406,269,282 
between January and June and 
59,898 renewals outstanding loans 
totaling $941,617,569. They also re- 
ported 613 new mortgages aggregating 
$11,952,044. 

addition they reported $1,910,- 
their books which only $453,102,- 
436, per cent, was being used 
June 30. 

The average number new loans 
made per bank these reporting 
institutions was 23,881 and the aver- 
age loan was for $4,855. 

The average number renewals per 
bank was 1,576 and the average re- 
newal was for $15,720. 

The average number new mort- 
gages per bank was and the average 
mortgage was for $19,498. 

These figures are for commercial 
banks only. They not include loans 
mutual savings banks. 

The 373 reporting banks outside 
New York City made 267,792 new 
loans between January and June 30, 
totaling $214,133,441, and renewed 
713,897 outstanding loans aggregating 
$506,693,472. They made 4,271 new 
mortgage loans totaling $16,844,715. 

Sixty-one these 373 banks re- 
ported $230,841,326 “open lines 
credit” their books, which only 
$85,239,470, per cent, was being 
used borrowers June 30. 

The average number new loans 
made these 373 up-state banks was 
718 and the average loan was for $800. 
The average number renewals per 
bank was 1,914 and the average re- 
newal was for $710. The average 
number new mortgages per bank 
was and the average mortgage was 
for $3,944. 

The 373 reporting up-state banks 
constitute per cent the 661 
member commercial banks out- 
side New York City. Based the 
figures they reported estimated 
that the banks outside New York 
City made 478,000 new loans totaling 
$382,000,000, renewed 1,270,000 out- 
standing loans totaling $900,000,000 
and made 7,600 new mortgage loans 
totaling $30,000,000. 

These figures added those the 
reporting New York City banks 
give the following estimates for the 
entire state: 

Number Amount 
New loans 1,385,000 $4,788,269,000 
Loans 
renewed 
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Mortgage 

loans .... 8,200 41,000,000 

The same A.B.A. study reported 
250,000 new loans New Jersey 
banks during the first half this year 
aggregating $225,000,000 and 600,000 
renewals outstanding loans aggre- 
gating $550,000,000; also 5,000 new 
mortgage loans totaling $28,000,000. 

Connecticut banks reported 100,000 
new loans $140,000,000 
and 200,000 renewals outstanding 
loans aggregating $250,000,000; also 
1,800 new mortgage loans totaling 


$8,000,000. 


Two legs are 
NOT enough 


Pennsylvania banks reported 591,000 
new loans aggregating $894,000,000 
and 691,000 renewals aggregating $2,- 
050,000,000 and 18,000 new loans. 


tourist was prowling round 
Old Scottish churchyard. His eye 
caught the epitaph: “Lord, She Was 
Thin.” 

say, Sexton, what strange in- 
scription 

“That’s right, sir, the sculptor 
went ower near the edge the stone. 
didna’ leave room for the letter 


stool with only two sound legs hardly dependable. 


Equally unsound would your check credit applicant’s charac- 
ter and earning record both important points without thorough 


survey his insurance coverage. 


Make certain your clients are adequately protected against financial 
losses due accidents, robbery, forgery, embezzlement and similar 
hazards. The casualty and bond coverages Standard Detroit, 
backed nation-wide facilities, ample resources and years’ 
experience, offer sound protection individuals, business and 
industry. Your Standard agent broker always available. 


STANDARD ACCIDENT INSURANCE COMPANY 
Standard Service Satisfies...Since 1884 
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“Since acted the Berk- 
shire Mutual agent's advice 
five years ago, the cost fire 
insurance our property has 
been materially reduced, and 
have saved hundreds 
dollars each year. have trans- 
ferred all personal insur- 
ance house and cars 
the Berkshire, and will pay 
you the same. Why not 
call the Berkshire agent 
Their folder, ‘Through Four 
Generations’, tells their com- 
plete story you are not fa- 


miliar with it.” 


BERKSHIRE 


MUTUAL FIRE 


INSURANCE 
INCORPORATED 1835 
PITTSFIELD, MASSACHUSETTS 
“OVER HUNDRED 


CON 


Insurance Man 
Talks Credits 
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ingredients and consumers became 
ill because it. 

Some credit applicants may make 
the charge: “You take unfair ad- 
vantage trying dictate our busi- 
ness policy.” 

the credit applicant should 
bank borrow money his plant, 
would find that even the bank 
had the security mortgage the 
plant, would required carry 
least fire insurance. Can you imag- 
ine the bank being charged with try- 
ing dictate the business policy 
the borrower? 

the credit applicant buys truck 
time, the finance company requires 
that fire, theft and collision insurance 
carried. Would the finance com- 
pany charged with dictating the pol- 
icy the purchaser? 

Credit just much loan the 
actual cash. 


“Hold Harmless” Clauses 


There one notable instance where 
the purchaser really takes unfair 
advantage the seller. Recently 
vicious cycle has developed the in- 
clusion what known the “Hold 
Harmless Clause” purchase con- 
tracts, even purchase orders. This 
clause varies form 
ments that the seller carry certain types 
insurance protect the buyer, 
blanket requirement that the seller shall 
“hold harmless” the buyer against any 
loss damage whatsoever char- 
acter arising out the performance 
the contract. This blanket pro- 
vision can mean only one thing—that 
the seller liable for those losses for 
which would ordinarily not legal- 
liable. 

All liability insurance policies, in- 
cluding those covering bodily injury 
liability, property damage liability, etc., 
exclude contractual liability. 
means that not only does the seller 
have carry all the forms ordinarily 
used for his own protection, but 
must buy additional insurance cover 
his contractual liability. 

the buyer has the nerve force 
the seller carry insur- 
ance, should there any hesitancy 
the part the seller ask the buyer 


carry insurance that really needs 
for his own protection and which in- 
directly protects the seller? 

insurance men sincerely believe 
that the credit men are anxious avail 
themselves the benefits the pro- 
gram have outlined. you will 
but take the first step, will render 
every possible assistance overcome 
the obstacles which have apparently 
been your path. Resistance the 
part purchasers may not serious 
you anticipate, and believe that 
can completely eliminated logi- 
cal arguments presented the indi- 
vidual cases develop. 


glad I’m not lawyer. They 
have use such involved language. 
Now, when man like you, me, 
gives orange another, all says 
ended. lawyer gives orange, 
says: make over you 
all interest, demands, and rights this 
fruit, its peel, pulp, juice, and 
The Petroleum Engineer. 


The basic policies Mutual Fire 
Insurance include: careful selection 
risks, practical fire prevention 
methods, conservative investment 
policy, economy operation—and 
saving the policyholders. 

company that carries Mutual 
Fire Insurance indicates conserva- 
tive business organization, interested 
effecting sound economies—one 
which would good credit risk. 


THE FEDERATION MUTUAL 
FIRE INSURANCE COMPANIES 
919 North Michigan Avenue 

Chicago, Illinois 


MUTUAL 
FIRE INSURANCE 


American Institution 
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Questions Facing 


Business 1940 
(Continued from page 


the harvest the labor revolt was 
being gathered the decade just 
passed. The labor movement will con- 
tinue grow but will type 
movement rather similar that 
England. will not seek destroy 
business. 
Finally, 


What About the Future Business? 


believe that 1940 will prove 
better year than 1939. will not 
unhealthy boom year. The bur- 
dens taxation for business over the 
future years are going grow. Labor 
going given more consideration. 
But business will grow and earnings 
should improve. The type harassing 
legislation that business has contended 
with seems have passed its peak. 

will, however, not get 
sound recovery basis until some the 
negative philosophies which are our 
real liabilities, are liquidated. refer 
philosophies which result restric- 
tive business policies, easy acceptance 
burdens debt without any thought 
the consequences. These are liabili- 
ties that business men must help liqui- 
date but when liquidate these 
philosophies then can well start 
program recovery unlike any 
the past. 


Youth Just 
State Mind Not 
Time Life 


ripe cheeks, red lips, and supple knees; 
the imagination, vigor the emo- 
tions. the freshness the deep 
springs life. 

Youth means temperamental pre- 
dominance courage over timidity, 
the appetite for adventure over the love 
ease. This often exists man 
fifty more than boy twenty. 

Nobody grows old merely living 
number years. People grow old 
deserting their ideals. 

Years wrinkle the skin; but give 
your enthusiasm wrinkles the soul. 

Unknown.) 
From Cleveland Trust Magazine. 
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Satisfied with 1939, too 
Are You? 


YEAR AGO sat this same desk and told 
you what satisfying year 1938 had been for 
did best protect you and 
other clients against any risk could cover with 
insurance. When losses did occur, was always 
During 1939 followed the same course—and 
today even more satisfied with efforts. 
There’s really something satisfying about being 
insurance man—about being able supply 
something many people really need. What 
about 1940? going keep trying 
show you the many ways which insurance 
indispensable protection. you and could 
analyze your needs for satisfied 
that 1940 would even more satisfying year 
for both us. 


your Agent Broker you would 
your Doctor Lawyer” 


U.S.F.4G. 


UNITED STATES FIDELITY AND GUARANTY COMPANY 
with which affiliated 
FIDELITY GUARANTY FIRE CORPORATION 
HOME OFFICES: BALTIMORE 
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Index 1939 Articles 


The Following Feature Articles Appeared Credit and Financial Management 


During the Months Closing With the December 1939 Issue. 


ACCOUNTING— 
Operating Statements 

Let’s See the Record 


Limitations Utilizing Accounting In- 
formation for Credit Purposes 


Accounting Credit Aid 
William Margulies............. Sept. 


Extensions Auditing Procedure Af- 
fecting Credit Analysis 


Albert Dec. 
ASSOCIATION— 
Statement Policy................ August 


Petroleum Refiners Hold Annual 
Conference Chicago Oct. 


Industry Group Committees.......... Sept. 
NACM Business Force 

Russell Dec. 
BANKING— 


Credit Information from Banks 


May 
How Banks Lend 
Gurden Aug. 
Bank Credit and Business 
BANKRUPTCY— 
New Yorkers Warn Bankruptcy 
Bankruptcy General Orders......... Mar. 
First Year Chandler Act 
Opposes Salary Plan for Referees..... Aug. 


Bankruptcy Developments 76th 
Congress, 1st Session 


BOOK REVIEW— 


Consumer Credit and Its Uses 
Psychology for Business and Industry 
Cause and Control the Business 
Cycle 
Mar. 
Social Security Taxation and Records 
Calvin Favinger and 
Daniel Mar. 


Credit and Financial 


Federal Income Tax Specimen 


Legislative History Federal 
Income Tax Laws 


Mar. 
Principles Marketing 
Harold Maynard............ Apr. 


Carter Glass—A Biography 
Rixey Smith and Norman 
Annotations Small Loan Laws 


Apr. 
Practical Credit Analysis 
Eugene Benjamin............ June 


Adjusting Your Business the 
New Legislation 
Tax Research Institute 
Practical Bank Credit 
Sept. 
Government and Economic Life 
Dec. 


BUSINESS FINANCE AND MANAGEMENT— 
Credit Outlook for 1939 


Wholesale Druggists’ Sales Down 
Mar. 

Should Assignments Secret? 

Thirty-Two Millions 

Review Wholesaling 1938 

Harold Stehman.............. May 
Future Wholesaling 

George Hearn, Jr. ........... June 
Helping Retailers Get Cash 

Bad Debt Loss Survey—I 

Dr. Wilford White........... June 
Bad Debt Loss Survey—II 

Harold Stehman.............. July 
Bad Debt Loss Survey—III 

Dr. Wilford White.......... Aug. 
Why Cash Discounts? 

Surveys Distribution Costs 

Twentieth Century Fund........... Nov. 


COLLECTION ARTICLES— 
Collecting Your Money 


Recovering Lazy Capital 

Cleaning Old Accounts 


Customer Reaction Collections 


COLLECTION AND BUSINESS LETTERS— 
This month’s collectors 


Chooses Own “Best Letters” 
How the Mind the Debtor Works 
Harvey Lee Marcoux.............. June 
Better Business Letters 
CONVENTION— 
“The Good Old Days” Grand Rapids 
Mar. 
Balanced Business City 
Arranging Industry Group Programs. 
Your Grand Rapids Hosts........... Apr. 
Credit Congress Committees.......... May 
Chairmen Group Sessions 
Charles Anderson............ May 
Grand Rapids—A Community 
Specialists 
James Hitchcock............. May 
Credit Congress Program ........... June 
Industry Meetings Credit Congress 
The Furniture Capital 
June 
1939 Adds N.A.C.M Traditions 
July 
Musical Treat Opens Credit Congress 
Institute Teachers Hold Congress 
Credit Clinic 1940 Congress........ July 
Charles Wells New President...... July 
44th Credit Congress Traditional 


CREDIT PRACTICE AND METHODS— 
Mechanical Risks Credit 


John Scheuermann............ Jan. 
Salesmen Credit O.K.ers? 
Edward Horwitz............. Feb. 


Credit Information from Banks 


May 

Let’s See the Record 

Benefits Statement Analysis 

May 
Little Junior What Now? 

Harold Berthold.............. July 


| 
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Hidden Liabilities Credits 


What Gas Credit Cards? 

Sept. 
Retail Credit 1938 

Malcolm Merriam............ Oct. 
Pioneer Points Credit Progress 

Credit the Santa Trail 

Credit Man’s Responsibilities 

Ours Profession Trade? 

Selling the Credit Department 

Management Views Credits 

William Birrell............. Dec. 


CREDIT INTERCHANGE— 
“Busters” Beat You Twice 


Credit Interchange Summary Shows 
Trend 


Credit Information Sources 

Innovations Credit Interchange 


CREDIT OFFICE SYSTEMS— 
Idea File That Saved Job 


Feb. 
“Our Terms Are 2%—10 Days” 

Homemade Chart Records 

Aging Accounts Receivable 

George Mar. 
Treasurer Views Credits 

Parable Three Credit Men 

Requisites Successful Credit Man 

Credit Policy Sales Aid 

Edward Horwitz............. Apr. 
Our Credit Policy Is?? 

Charles Stamm.............. Apr. 
Streamlined Credit Policy 

Apr. 
Group Solves Oil Problems 

June 
Streamlined Credit Forms 

June 
Increasing Account Turnovers 

Sept. 
ECONOMICS— 

Trends Trade Outlets 

Where Are the New Frontiers? 

Credit Men Indicate Confidence...... Feb. 
Contingent Liabilities 

Henry Heimann............ July. 
Eighty Billion Dollar Nation 

Dr. Paul Cadman............ Sept. 
EDITORIALS— 


Selling Accounts Receivable 


Henry Heimann.............. Jan. 


Natural Audits 


Henry Heimann.............. Feb. 


Taxing “Tax-exempts” 


Henry Heimann..... Mar. 


Credit and Financial 


Dignity Office 


Why Bench Casey? 

Henry Heimann............. May 
Come Age 

Henry Heimann............. June 
Lest Forget 

1939 Tea Party? 

Henry Heimann.........../ August 
Good Fortune 

Creditor Recoveries 

Social Insecurity! 

Henry Heimann............. Nov. 
Let Have Peace 

EDUCATION— 
Prestige Institute Key 

134 New Chapter 


FOREIGN TRADE AND CREDIT— 
Semi-Annual Credit Survey So. 


America 
Kenneth Campbell........... Aug. 
Americans Improve Exports Mexico 
Aug. 
Where Will Latin Ameria Buy? 
Kenneth Campbell........... Oct. 


FRAUD AND FRAUD PREVENTION— 
The Law Credit Frauds 


Herbert Armstrong........... Jan. 
Protect the Profit Goal Line 

The Law Credit Frauds 

Herbert Armstrong.......... Feb. 


Outwitting Employee Frauds Requires 
Careful Office Controls 


GOVERNMENT— 
Thinks States Should Have Fair 
Trade Commissions ............. Apr. 
Wage and Hour Laws 
Andrew Black Sept. 


INSTALLMENT SALES— 


Reader Replies Article “Folly 
Installment Buying” 


Points Cost Installment Sales 
Why Not “Floor Plan” Financing? 
Hire-Purchase Contracts Under 
Are Installment Practices Right? 
Free Ride for Time Sales? 


Statistical Pattern Installment Debt. Nov. 
Dangers Consumer Credit 


Russell Sage Foundation............ Dec. 


INSURANCE AND FIRE PREVENTION— 
Frequent Check-up Urged Valua- 


Jan. 
Insurance Policies Used Collateral. .Feb. 
Insurance Statement Adopted ....... Mar 
A.B.A. Survey Shows Banks Lack 

Fidelity Insurance Coverage..... Mar. 


Fire Protection Plant and Store 


Aid Credit 


Apr. 
Believes Insurance Should Checked 
Offers New Source Credit 
Information 
Insurance Changes Offer Benefits 
Clarence Hubbard........... Sept. 
Authentic Figures Forgery 
Preventing Fires Before They Start 
What Does Fire Cost? 
After-a-Fire Value Records 
Westley Ingersoll............ Oct. 
Ten Year Record Fire Losses 
New York Insurance Dept. Chief Calls 
Foreign Policies Safe............ Nov. 
Credit Executive Speaks Insurance 
Men 
Dec. 


LEGAL ASPECTS CREDIT— 
The Law Credit Frauds 


Herbert Armstrong........... Feb. 
Sign the Dotted Line! 

Legal End the Dotted Line 

Pitfalls Guaranteed Accounts 

Dangers Lurking “Spot Stocks” 

Corporation Trust Company........ Dec. 
Stamp Taxes Legal Documents 

LEGISLATION— 
Interpreting Fair Labor Law......... Jan. 
Review Fair Trade Acts 

Urge Care Selection 
Factor’s Views Assignments 

William Hurd Hillyer......... June 
MISCELLANEOUS— 
Traffic Fatality Rate Lowest 

History Safety Council 


Food Co-Ops Found Cost Much 


Run Private Concerns........ June 
Forty Dead-Line Credit Work? 


SOCIAL SECURITY— 
1939 Social Security Act Amendments 


TAXATION— 
Property Taxes Declining ........... Feb. 
Payroll Taxes Hit Wage-Earners 
Apr. 
Something About Taxes! 
Michigan Industry Finds Intangible 
NACM Tax Survey Shows Big Credit 
Nov. 


How many these articles 
have you read? honest 


now—what your score for 
the year? 


January, 1940 
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Here the familiar pattern 
credit loss: sizable account. Never arrears. Bills dis- 
counted for years. And then --- one shipment too many. 


policyholder (name request) says: “This experience has 
proved that the average manufacturer cannot afford take 
the risk any account, and has proved the value 
Credit Insurance.” 


American Credit Insurance 


the “final line defense” set vigilant Credit Executives 
vital the ratings, records, statements, and Interchange Re- 
ports which customers and prospects are usually judged. 
American Credit Insurance makes possible for you put 
definite limit credit losses. Insure and safe. 


Reorganizations under the Chandler Act are considered equiv- 
alent insolvencies under the liberal terms “American” 
cies. Past-due accounts are liquidated. Many types policies 
are available Manufacturers and Jobbers suit particular 
needs. Ask for details. 


American Credit Indemnity Co. New York 
President Chamber Commerce Bidg., St. Mo. 


Offices all principal cities United States and Canada 


GET THIS FREE BOOK 


Collection Letter Ever Used” 


Facsimiles thirty vital, resultful letters contributed Manufacturers and 
Jobbers. Cash their experience. Ask for free book: “The Best Collec- 


tion Letter Ever Used. Copyright 1940, American Credit Indemnity Co, 
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Ratios for Gauging 
Accounts Receivable 


from 13) ratios for all food 
stores fall below the ratios for the 
Massachusetts and Wisconsin samples. 


RATIOS, AND RECEIVABLES STORES 
THE STATES, 1923 1937 


(Amounts millions dollars) 


Ratio Receiv- 

Sales 

during sales close 
Year year (per cent) year 
1923 9,741 4.3 419 
1924 10,188 4.5 458 
1925 10,744 4.6 494 
1926 11,130 4.7 523 
1927 11,203 4.9 549 
1928 11,650 594 
1929 12,085 5.4 653 
1930 11,029 6.1 673 
1931 9,260 7.5 695 
1932 7,036 598 
1933 6,991 8.3 580 
1934 7,802 7.3 570 
1935 8,362 6.9 577 
1936 9,004 6.6 594 
1937 9,349 6.6 617 


Receivables Country General Stores 


Since there were only six country 
general stores our Massachusetts 
sample, estimates receivables for this 
type merchant were necessity 
based primarily upon the more ade- 
quate sample from Wisconsin. Coun- 
try general stores represent relatively 
homogeneous group merchants with 
respect commodity sales, but credit 
policies individual stores differ mate- 
rially. The fact that receivable ratios 
for Massachusetts stores tended rough- 
confirm the level and the pattern 
the Wisconsin ratios may therefore 
fortuitous, and our estimates may 
contain substantial errors arising from 
the geographic limitation and other 
biases inherent the selection 
samples. 


TABLE 11.— SALES, RECEIVABLE 
AND RECEIVABLES COUNTRY GEN- 
ERAL STORES THE UNITED STATES, 1923 


1937 
(Amounts millions dollars) 

Ratio Receiv- 

Sales 

during sales close 
Year year (per cent) year 
1923 1,432 9.0 129 
1924 1,420 9.1 129 
1925 1,410 9.3 131 
1926 1,400 9.5 133 
1927 1,380 10.0 138 
1928 1,350 10.5 142 
1929 1,323 11.2 148 
1930 1,149 13.2 152 
1931 1,037 15.0 156 
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1932 888 16.5 147 
1933 883 15.0 132 
1934 1,027 13.0 134 
1935 1,110 12.5 139 
1936 1,205 12.0 145 
1937 1,263 12.0 152 


Credit Executives 
have worked out their ratios developing 
their individual plan credit analysis. 
The ratios presented here Mr. Nugent 
may well serve yard-stick check 
their own formula for measuring the 
proper proportion receivables sales. 
February will present article 
inventory ratios well known authority. 


Government 
Holder 


The United States 
against the makers note which 
had acquired through the Federal 
Housing Administration. The makers 
set the defense that there had been 
failure the consideration for which 
they had given the note. 

Ruling that the United States was 
holder due course the note, the 
Federal District Court said: 

“Failure consideration not 
good defense proceeding brought 
holder due course. According 
the petition, the United States be- 
came the bona fide purchaser holder 
due course the note. The trans- 
actions which the United States ac- 
quired the note were virtue the 
terms the National Housing Act.” 

Ordinarily, failure consideration 
the original immediate parties, but 
not against holder due course. 
(United States vs. Hoover, Fed- 
eral Supplement, 556.)—Burroughs 
Clearing House. 

connection with the above state- 
ment, readers are referred Chapter 
the 1940 edition 
CREDIT MANUAL Commercial 


Laws under “Negotiable Instruments.” 


Hard Choose 


Once there was woman who had 
three suitors. She didn’t know which 
one marry. One was grocer, one 
doctor, and one preacher. 

she married the grocer, she could 
get her groceries for nothing. 

she married the doctor, she could 
get well for nothing. 

she married the preacher, she 
could get good for nothing. 
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Investment that paid 200% 


During inspection engineer suggested that one-gallon 
approved cans installed place the five five-gallon containers 
building owner had been using. 


keeping the gasoline smaller containers, the amount exposed 
any one time would greatly reduced. The engineer also 
pointed out that this was reflected the fire insurance rate, since there 
was rate charge two cents per hundred for use the five-gallon 
containers and charge when the gasoline was stored one-gallon 
approved cans. This recommendation, and the purchase twenty-five 
one-gallon cans cost $100, saved the building owner $200 the first 
year his fire insurance. 


This only one illustration the thorough-going “tailor-made” in- 
spection service maintains for its policyholders—a service which 
helps them secure the lowest possible rate begin with and makes 
possible the substantial cash dividend refunds which the has 
always returned policyholders. 


The Building Owners Federation made fourteen nationally- 
known mutual companies and through efficient operation and lower 
losses (because efficient fire prevention and limiting policyholder- 
membership selected risks) able return sizable dividends its 
policyholders annually. These dividends currently amount 40%, (plus 
10% extra dividend now being paid certain classes). 
the suggestions the fire prevention engineer often give sub- 
stantial rate reductions policyholders. 


Take advantage this splendid service now writing for complete 
information today. Find out whether not your property eligible for 
the savings which the offers. Your inquiry will not obligate you 
any way. 


OWNERS FEDERATION 
MUTUAL FIRE INSURANCE COMPANIES 


James Kemper, Manager 
MUTUAL INSURANCE BUILDING 


CHICAGO, ILLINOIS 
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OBILIZED for your 

security and satis- 
faction, The Hooper- 

Holmes Bureau offers trained 
organization 56,000 men 
and offices the United 
States and Canada whose ser- 


vice accuracy averages 


HOOPER-HOLMES 


ESTABLISHED 1899 
When writing advertisers please mention Credit Financial Management 


NATIONAL CREDIT MEN 


Industry, group service 
analysis continued 


Recognizing that member-owned and controlled, non- 
profit organization such the NACM alone can effec- 
tively perform the necessary functions bringing all 
creditors together the exchange ledger experience 
with one another their mutual advantage, and that 
the successful fulfillment this function requires uni- 
formity policy and procedure, the National Credit 
Methods and Practices Committee now engaged the 
development Manual which being planned serve 
guide local Associations the organization and 
operation credit services, particularly those for Groups 
and Industries. 

The Committee the opinion that the preparation 
this Industry and Group Manual much 
overcome the present conflict opinion which large 
measure has grown out experimental activities con- 
ducted the Association the past. illustrate, 
has always been accepted that there definite value 
credit co-operation through Industries and Groups but, 
whereas was one time believed that gain these 
advantages and values was necessary for the Group 
Industry completely isolate itself from the remainder 
the credit community, now recognized that this 
longer necessary; that, fact, this policy 
pursued, much the value and advantage the Group 
Industry activity forfeited. 

The growing appreciation these factors indicated 
many ways. principle complete isolation 
sections Industry market basis being largely 
abandoned. Now believed necessary that several 
markets contiguous each other included one such 
Group operation. The principle isolated organiza- 
tion Industry national basis now coming 
recognized merely duplication plans developed 
trade associations and containing the same major weak- 
ness making impossible for one Industry organized 
work effectively with others. 

That these factors are becoming understood does not 
itself assure solution all the problems involved. 
There still remains the need for leadership devising 


practical methods organization and operation designed 
retain every advantage Group and Industry activity, 
supplement with necessary and proper inter-Group 
and contact. 

The Committee recognizes that the NACM member- 
ship looking the Association for guidance these 
problems which not lend themselves individual 
solution; that they are ready and anxious lend their 
support any practical plans the Association may adopt 
and recommend; and that they accept the need uni- 
formity these plans. with the hope that they 
may contribute something this important and necessary 
development that the Committee has embarked upon the 
preparation this Group and Industry Manual. 

When preliminary draft has been adopted, will 
submitted Committees local Associations for con- 
sideration and suggestions, with the hope that when 
finally completed will represent the opinions Associa- 
tion membership and management and, such, ac- 
cepted practical guide the organization and op- 
eration activities designed provide specialized service 
for each section Industry either local national 
basis, circumstances may require. 

The development this Manual another step 
toward the completion the broad program policy 
heretofore developed and recommended the National 
Committee, which policy based upon the principle that 
there need for some method and organization through 
which all creditors may work together the end 
disclosing with reasonable accuracy the indebtedness and 
the paying record any debtor customer. 

The Committee’s recommendations this important 
matter have met with the approval and endorsement 
the NACM Board Directors and with the membership 
the Association through action the annual Credit 
Congress. The proposed Manual, therefore, further 
step co-ordination activities, and based upon the 
principle that, addition general exchange in- 
formation, there still exists definite need for supple- 
mentary, specialized activity maintained Groups and 
Industries. 


“Collection 


Some credit executives have found that there such 
thing “collection propaganda”. They have discovered 
that some solicitors for private collection agencies are 
unscrupulous any propaganda agent for modern Euro- 
pean belligerent ever dared be. 

The Associations Credit Men were not organized for 
the mere collections debts. Their scheme comprehends 
the broad and ultimate solution the difficulty that 
arises between debtor and creditor. naturally in- 
cludes consideration credit transaction from the start 
the finish, all its phases. 

Modern credit executives are not willing succumb 
the enthusiastic performance promises those who 
are business solely for their own pecuniary gain. Being 
sales-minded, they want more constructive treatment 
their claims placed for collection. 


Miscellaneous allocations, etc. 1,725.00 
Manager Reports: 
Central Division 
marizing the expenditures the Development Program Ohio 
fund from its inception October 1939. Once 2,142.50 
year list the accomplishments the fund Columbus, Ohio 770.00 
there will also presented figures for the entire year’s 735.00 
fund the close the present fiscal year. 
Amount Subscriptions Received, Summary, October 31, 1939 Louisville, 3,433.33 
Western Division 38,873.33 Minneapolis, Minn. 8,137.50 
*Included above are miscellaneous allocated subscriptions Shreveport, La. ..... 290.00 
amounting $4,385.00. Miscellaneous allocations, etc. 
Not included are some $11,000.00 conditional pledges. 
$79,098.83 
Amount Subscriptions Received Cities, October 31, 1939 Western Division 
Summary Expenditures, October 31, 1939 
Fiscal Years Ended April ended Intang- 
1937 1938 1939 Oct. 31, 1939 Total ible 
Interchange, Group Business Service $640.60 $14,136.93 $19,021.37 $9,574.18 $43,373.08 23.5 23.5 
Adjustments and Collections ........ 2,500.00 7,062.34 4,217.33 2,543.76 16,323.43 8.8 8.8 
28,188.91 32,617.04 3,716.32 64,522.27 35.0 17.3 
Washington Service Bureau 3,000.00 3,000.00 1,500.00 7,500.00 4.1 4.1 
General and Miscellaneous 3,257.68 2,044.68 1,402.26 6,704.62 3.6 3.6 
$3,140.60 $72,228.71 $81,723.93 $27,304.47 $184,397.71 100.0 50.0 50.0 
Promotion expense connection with 
raising the entire fund. Statements 
$14,990.80 $10,913.63 $948.35 $1,850.39 $28,703.17 
$18,131.40 $83,142.34 $82,672.28 $29,154.86 $213,100.88 
Interchange, Group and Business Service, October 31, 1939 Adjustments and Collections, October 31, 1939 
ris ars Enc t. H “4 ; 
Comm. Meetings. 640.60 1,075.18 3,036.33 Unauthzd. Prac 
Misc. outside Comm. 185.02 
N.A.C.M. Burden 


$2,500.00 $7,062.34 $4,217.33 $2,543.76 $16,323.43 


$640.60 $14,136.93 $43,373.08 
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Education Department, October 31, 1939 


Salaries 
Traveling 
Tel. and Tel. 
Stat. and Supp.. 
Postage 
Insurance and 
Bond. 
Advertising .... 
and Fixt.. 
Taxes 
Miscellaneous 
N.A.C.M. Burden 
Charge 


Salaries 
Traveling 
Rent, etc. 
Tel. and 
Stat. and Supp.. 
and 
Fixt.. 
Comm. Meetings. 
Taxes 
Miscellaneous 
Burden 
Charge 


Mos. 


Fiscal Years Ended April Ended Oct. 


1938 1939 31, 1939 

$3,596.16 $5,626.74 $3,239.21 
1,010.64 1,112.53 
11.40 


$5,729.35 $9,372.87 $4,919.33 


Legislation, October 31, 1939 
Mos. 


Total 
$12,462. 


1,803.88 


$20,021.55 


Fiscal Years Ended April Oct. 


1937 1938 1939 31, 1939 
933.77 
671.25 
332.00 
350.54 


20.75 

169.91 

61.10 

14.70 

283.20 

460.54 498.00 


moo 


947.89 1,035.42 


487.90 
190.80 
540.50 
982.09 


2,315.00 


$10,853.50 $11,450.64 $3,648.62 


Sales and Promotion, October 31, 1939 


Salaries 
Traveling 
Tel. and Tel. 
Stat. and 
Postage 
Insurance 
Mthly. Bulletins. 
Taxes 
N.A.C.M. Burden 
Charge 


Mos. 
Fiscal Years Ended April Oct. 
1938 1939 
$12,646.19 
189.80 


878.96 
4,453.16 
496.65 
350.73 


$28,188.91 


Washington Service Bureau, October 1939 


Monthly allocation 
$250, toward 


Washington Ser- 


vice Bureau 


Mos. 
Fiscal Years Ended April Oct. 
1937 1938 1939 31, 1939 


$3,000.00 $3,000.00 $1,500.00 


$25,952.76 


Total 


$33,114.96 


3 


$64,522.27 


Total 


,500.00 


$3,000.00 $3,000.00 


General and Miscellaneous, October 31, 1939 


Traveling 

Comm. Meetings. 
Stat. and Supp.. 
Furn. and Fixt.. 


Miscellaneous ... 
N.A.C.M. Burden 
Charge 


Mos. 
Fiscal Years Ended Oct. 
1937 1938 1939 31, 1939 

$1,100.04 


$3,257.68 $1,402.26 


Promotion Expense, October 31, 1939 


Salaries 
Tel. and Tel. ... 
Stat. and Supp.. 
Postage 
Insurance 


Local Assns. Exp. 


Taxes 


eee 


$14,990.80 $10,913.63 


Mos. 
Fiscal Years Ended April Oct. 
1937 1938 1939 31, 1939 
$7,421.64 $1,300.00 
1,631.85 
13.41 
277.12 


$1,850.39 


$28,703.1 


Membership gains 
being registered 


September, October and November showed member- 
ship gains. the time this writing there every 
indication that December will the fourth consecutive 
month progress. While these gains have not entirely 
picked the slack the past summer months, every 
indication points another membership gain the end 
the Association year, April 30th. This will make the 
fifth consecutive year which the Association has gained 
membership. 

For the first seven months this membership year, 
namely from May Ist, 1939 December Ist, 1939 not 
more than half dozen Associations have shown any sub- 
stantial loss, whereas many times that 
shown gain. The leaders membership progress 
far this year are: Louisville, 22; Indianapolis, 22; Se- 
attle, 16; Syracuse, 16; Oakland, 10; St. Louis, Den- 
ver, Toledo, Buffalo, Fort Worth, Houston, 


Tacoma, Saginaw, Des Moines, 


Chandler Act generally 
satisfactory, survey finds 


digest the replies which have already been received 
the questionnaire used the survey the operation 
the Chandler Act, which the NACM making, indi- 
cates general approval the law and the belief that 
has been beneficial not only creditors but also all 
concerned matters bankruptcy. was also the 
general opinion the replies that the Chandler Act has 
succeeded accomplishing one its major purposes, 
namely, the elimination many the unsatisfactory 
delays and difficulties which had become part bank- 
ruptcy administration under the old law. 

While some the replies have pointed certain con- 
ditions the Chandler Act which may need changed, 
either now later time, the consensus the opin- 
ion the replies was that the Act had not yet functioned 
long enough permit definite appraisal its operation. 


NACM tax report 
printed pamphlet 


response the large number requests for copies 
the Association’s recent report taxation, the com- 
plete report has been printed pamphlet form 
available for distribution local associations cost. 
number associations have already ordered supplies 
the pamphlet for distribution their members 
prospective members the Association. 

This report taxation has been presented the 
Treasury Department and will presented every 
member Congress. Because the interest the sub- 
ject which covers, and the widespread interest which 
the report has evoked, believed that great many 
Association members will wish have copy the re- 
port for their own use. The report was based upon 
tax survey conducted throughout the Association and re- 
flects not only the actual tax experience hundreds 
Association member companies but consensus the 
opinion those companies with regard some our 
major problems taxation. 
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1937 
2,506.52 
32.31 
152.31 421.69 153.80 727.80 
76.86 206.86 107.24 390.96 
45.88 21.42 67.30 
13.33 56.66 60.00 129.99 
126.67 225.10 129.57 481.34 
33 Total 
$14,704.91 
2,796.61 
782.03 
6.38 27.13 
77.38 494.99 
“fl 
0 PAN) 
228.48 261.61 85.51 575.60 
383.05 436.91 100.20 920.16 
43.71 29.84 73.55 
0 oe 717.96 95.10 1,309.71 
114.20 4.80 469.73 
223.36 174.82 127.48 525.66 
Total 
$15,506.75 
7,062.03 
32.76 
2,422.54 
329.91 186.10 3.05 519.06 
Miscellaneous 62.99 8.95 .92 72.86 


Legislative awards 
program announced 


The creation two annual awards presented, 
the Association’s annual Credit Congress, the two 
local associations which perform the most outstanding 
legislative accomplishments during the year has just been 
announced. First Award will given for the most 
outstanding performance and Second Award the next 
best. 

The awards will made committee judges 
consisting the Association’s National President, the 
immediate past National President and the Chairman 
the National Legislative Committee for the year covered 
the awards. The committee judges will decide 
the basis reports legislative accomplishments which 
will submitted local associations desiring com- 
pete for the award. Such reports must submitted not 
later than May each year. 


The awards will consist attractive parchment cer- 
tificates, bearing appropriate inscription and the sig- 
nature the Association’s National President, and suit- 
able for framing and hanging the local association office 


legislation and the consequent benefits business and the 
gencral public this First Award made for the 


Members’ Bulletin 


For its outstanding accomplishments field credit 


Signed 


Reproduction the certificate presented annually. 


elsewhere. addition the principal Award Cer- 
tificate, individual certificate will given each 
member the legislative committee the winning as- 
sociation. 

The decision the judges making these awards will 
governed the results the legislative accomplish- 
ments considered. The accomplishments may con- 
nection with either national, state local legislation. 
The ultimate decision will the extent which the 
legislative accomplishment benefited the members the 
local association and contributed the improvement 
credit conditions. 

Under this plan the small associations will have 
good chance win award the large associations 
the results will judged not according the size 
influence the local association but the effectiveness 
the legislative accomplishment. 

The purpose these annual awards not only 
stimulate friendly and constructive competition among 
local associations but also make appropriate and 
tangible expression appreciation, the part the 
entire membership, local associations which have ren- 
dered outstanding performance the legislative field. 
These awards will constitute hall-mark success 
one the Association’s most important activities. 
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section devoted local 
Credit Association affairs 


Honored dinner which inaugurated welfare fund 


New York—Seated left right the above picture are Curtis Burnett and 
standing are William Pouch, William Koelsch, Charles Meek, Henry 
Heimann and William Fraser—all past presidents the National Association 
Credit Men, the picture being taken the dinner here Dec. when they were hon- 
ored for their contributions the credit profession. 

About 1,300 credit executives from the New York and New Jersey area were at- 
tendance. The net proceeds the dinner were given welfare fund administered 
the local 475 Club for use among the unemployed local members the credit profes- 


Phila. names managers 


Withington the Philadelphia Na- 
tional Bank and Pres., CMA Eastern 
Pa., announced Dec. the choice Wil- 
liam Wiedersheim, 2nd, Exec. Vice 
Pres., and Stanley 
Thomas, Sec. 
the local Assn. 

Both Mr. Wieder- 
sheim and Mr. 
Thomas were born 
Phila. The for- 
mer practiced 
law consistently 
since his graduation 
from the Pa. 
1913, recent 
years being associated with John Bell, 
Jr., recently appointed Secy. Banking 
the Commonwealth Gov. James. 
has been active the Phila. Bar Assn. and 
Editor the monthly publication known 

“The Shingle.” Mr. Wiedersheim has 
very wide acquaintance legal and in- 
dustrial channels. has always been ac- 


sion. This the subject the editorial page this issue Mr. Heimann. 


tive civic affairs along the Main Line 
and serves the board directors 
number charitable institutions. 

Mr. Thomas has been member the 
faculty Temple for years, lec- 
turing credit the Evening School 
Commerce. 


has been active credit 
circles number 
years, serving 
Director the 
Phila. Assn. from 
1916 1923. 
was 2nd Vice Pres. 
from 1923 1925. 
other 
served Chairman 
the Membership 
Committee, Credit 
Education and Man- 
agement Committee and the Investigation 
and Prosecution Committee. Mr. Thomas 
was one the incorporators the CIB 
1914. 1921 and 1922 Mr. Thomas 
was Chairman the Mercantile Agency 
Service Committee the NACM, and 
also later served Exec. Chairman 


basis for discussions 


Cincinnati ACM 


Cincinnati— innovation program 
subjects the Cincinnati ACM has estab- 
lished new record member interest and 
participation meetings. The develop- 
ment featured the credit club lunch- 
eon which each month chooses one article 
from the current issue Credit and Finan- 
cial Management the subject for the 
meeting. 


Copy deadline 
15th month 


With the article mind speaker from 
that field chosen discuss the subject. 
particular interest the fact that each 
one attending the meeting has learned from 
the Association’s weekly bulletin 
vance about the magazine article which 
discussed. This has broadened mem- 
and resulted informative forum discus- 
sions following the talk the featured 
speaker. 

the Oct. luncheon, Julius Sam- 
uels, local attorney, discussed “Pitfalls 
Guaranteed which was the sub- 
ject article the Oct. issue this 
magazine. Similarly November, John 
Hueber, CPA, spoke collection and 
adjustment work, the subject being taken 


Paul Foote, Standard Fruit Products 


Co., general chairman this series 
credit club luncheon discussions. 


that Committee. Mr. Thomas past Pres. 
the Electrical Credit Assn. the mid- 
dle and southern Atlantic states, also past 
Pres. the Affiliated Exchange Clubs 
the State Pa. and District Gov. the 
National Exchange Club. 


Study NACM set-up 


New York— Eighteen students the 
Bahson Institute Finance, Babson, Mass., 
under the leadership Prof. Austin 
Fittz, were guests here Nov. the 
NACM its local headquarters. the 
course their three-hour visit the 
Assn. offices, they were introduced 
the workings the various departments 
through individual talks representatives 
each dept. The Institute’s students 
visit New York each term study the 
operations representative business or- 
ganizations such the Stock and 
Curb Exchanges, loca! banks. The 
NACM regularly scheduled one 
the necessary “ports call” for this group. 


Association 
activities 


Hartford: 


Richard Rapport, Deputy Bank Commis- 
sioner, was the speaker 
Night,” presented the Hartford ACM 
Dec. 26. 


Toledo: 


luncheon meeting has been planned 
the Toledo A.C.M. for Feb. 
which Exec. Mgr. Henry Heimann 
scheduled speak. This will joint 
meeting with the Toledo Rotary Club and 
will held the Commodore Perry. 


New Haven: 


Past Presidents Night was held here 
the New Haven ACM Dec. with 
interesting combination humor and his- 
tory presented during the course the 
evening. Brace Bennitt, Director Sales 
and Promotion the NACM, was the fea- 
tured speaker. discussed Glance 
Backward and Look Forward.” 


Syracuse: 


Inaugurating its 1940 social activities, 
the Syracuse ACM will hold its annual 
supper dance, Sat., Jan. 13, the Onon- 
daga Hotel Roof Garden, which time 
the local CWG will honored. Ladies 
Night will feature varied entertainment, 
dancing, and prizes. 

the Dec. smoker meeting, Dr. Gerald 
Wendt, Director Science, World’s 
Fair, addressed the large attendance. 
Edson, Social Security Board, 
short address “The Credit Man 
and Social Security.” 

The Program Committee has also an- 
nounced the following features: Feb. 13— 
Manufacturers Retailers Night, Joint 
meeting with Syracuse Credit Bureau and 
Retail Credit Co.; March 
Meeting Night, Speaker: Peter Drucker, 
Correspondent Author. Topic: “What 
Left International Trade?”; April 
—Insurance Night, Speaker: Alfred 
Fleming, National Board Fire Under- 
writers; May 14—Past Presidents Night, 
Speaker: Henry Heimann. 


12—A nnual 


Youngstown: 


The Youngstown ACM held its Nov. 
meeting the Youngstown Club with 
Cameron Argetsinger, Vice Pres., General 
Counsel and Secy., The Youngstown Sheet 
Tube Co., guest speaker. Mr. Arget- 
singer outstanding leader business 
and civic affairs, well known nationally 
the steel industry, and delivered ad- 
dress interest all members. 

musical program, following deli- 
cious dinner, was enjoyed about 100 
members and their guests. The program 
was arranged the entertainment com- 
mittee, composed Sommer, Chair- 


Kidston, Robert Renner, Stewart 
and Johnson. 


Green Bay: 


The Dec. meeting the local Assn. was 
jointly sponsored the local Retail Credit 
Bureau and heard Rhae Swisher, Man- 
agement Engineers Chicago and di- 
rector the Chicago ACM, discuss 
itors and Customers.” 


New York: 


The Paint and Allied Industries Group 
the CMA celebrated its crystal 
anniversary with dinner dance the 
Hotel Astor Nov. 25. Nov. the 
educational program committee presented 
the first series discussions credit 
and collections with the opening program 
devoted accounts receivable analysis and 
ageing. The second meeting the series 
will held Jan. 


Rochester: 


The annual Open House Party the 
Rochester ACM Service Corp. was held 
the Assn. Thurs. afternvon, Dec. 
28. the Dec. meeting with the local 
Retail Credit Assn., the members heard 
Dr. Gerald Wendt, Director Science, 
World’s Fair, discuss “Science the Ulti- 
mate Dictator,” and John Clark, Treas., 
Rochester Gas Electric Corp., “New 
Industries for Rochester.” 


Indianapolis: 


The local Association’s Public Relations 
Committee inaugurated active campaign 
during the past year which resulted ob- 
taining three times much publicity for 
its activities. tied with the 
local membership work. Indianapolis con- 
tinues maintain high percentage net 
membership gain which pleasing Pres. 
Dwight Sherburne, who announced that 
during his administration the policy 
membership drives campaigns would 
continued. Sustained membership 
work with equal emphasis upon all 
months the year has been found prefer- 
able locally. 

The last quarter 1939 showed sub- 
stantial increase the local collection bu- 
reau volume and number cases han- 
dled courts for creditors. account 
the multiplicity tax liabilities, Indi- 
lutionary policy obtaining court approval 
the discharge all tax claims and other 
liabilities. Only occasional cases little 
consequence are handled out court, 
having been found, the Indianapolis 
market least, that through the hearty 
cooperation the courts and the bar, em- 
barrassed debtor cases are handled 
minimum expense satisfactorily 
courts with tax other repercussions. 

The Credit Interchange Bureau recently 
completed the organization its Building 
Trades Credit Group. All Indianapolis 
credit group work based directly 
Credit Interchange service, thereby making 
available all NACM members the in- 
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formation Indianapolis credit grantors, 
and vice versa. 

The Service Corp., under the direction 
its Mr. Klippel, conducting 
survey all direct credit 
ceived Indianapolis members. re- 
cent release, Pres. Klippel announced star- 
tling preliminary results which, without 
going into detail here, prove conclusively 
that the cheapest, easiest and safest way 
increase sales volume obtain credit 
information through the NACM Credit In- 
terchange Bureau system. Information re- 
lating the survey may obtained 
writing Klippel, Van Camp Hard- 
ware Iron Co., Indianapolis. 


Memphis: 


125 members and guests the Memphis 
ACM heard Moran, Central Division 
Mgr., NACM, special meeting Nov. 
discuss the NACM and its work 
the raising credit standards throughout 
the country. Another talk Ruf- 
fin, Vice Pres. and Credit Mgr., Malone 
Hyde, reviewed the history the organi- 
zation for the past years. 


Pittsburgh: 


James Maloney, Wm. 
Johnston Co., was the featured speaker 
recent luncheon meeting 
which the luncheon club the Credit 
Assn. Western Pa. Mr. Maloney talked 
the subject “Investments—How Treated 
Analysis.” 

Dec. 12, under the auspices the 
Assn.’s Manufacturers’ Group, 
forum foreign shipments was held. 
Swingle, Vice Pres. Natl. Foreign 
Trade Council, spoke. Zinsmeister, 
United Engineering Foundry Co., and 
Gronmiller, Harbison-Walker Refracto- 
ries Co., were charge the program. 


Cleveland: 


Preceding its annual Xmas-Keno Party 
Dec. 20, Cleveland ACM held joint 
meeting with the local Rotary Club 
Dec. which Moran, NACM Cen- 
tral Division Mgr., spoke Quarter 
Million Dollar Mr. Moran 
past Pres. the Rotary Club and 
past Vice Pres. the Chicago Rotary Club. 


St. Louis: 


The annual Xmas Party and Dinner 
Dance the St. Louis ACM was held 
the Hotel Statler Dec. with Henry 
Heimann, Exec. Mgr., NACM, guest 
speaker. Gifts and floor show rounded 
out the evening with music provided 
Jack Field’s Orchestra. 


Fresno: 


The local Herd the ROZ chose officers 
for the current year recent meeting. 
They include: Exalted Superzeb: 
Hinchey, Swift and Co.; Most Noble 
A.: Willis Kyle, Kyle and Co.; Royal 
A.: Joe Pimentel, Colyear Motor Sales; 
Wholesale Grocers; Keepers the Zoo: 
Cox, Union Oil Co., and Wis- 
trom, Valley Box Dist. 
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Boston—Past Natl. Pres. Paul Fielden 
Worcester was the featured speaker the 
third meeting the Chapter. discussed 
Credit Procedure.” large and 
eithusiastic group members attended. 

Indianapolis—The Program Committee 
the Chapter has prepared excellent 
monthly meetings. Jan. 10, 
Sackett, local F.B.I. head, talked 

Earmarks Credit Sack- 
has had wide experience 
down criminals and related many exciting 
stories. Feb. the monthly meeting will 
set aside for Fun Nite. 

New York—Dr. Marcus Nadler, 
U., was the speaker recent Forum 
meeting the Chapter. His topic was 
European War and Its Effect Eco- 
nomic Conditions the S.” 

the December Forum 
meeting the Chapter the speakers were 
Gordon Ross and Mercer Brugler. The 
subject was “Interesting Experiences 
Credit Work.” Mr. Brugler presented the 
wholesale side the discussion and Mr. 
Ross talked his experiences the pub- 
lic utility field. 

Sioux Falls—The newly organized Chap- 
ter presenting Credits and Collections 
its first course. 

Toledo—Cyril Wideman, C.P.A., ad- 
dressed the Credit Forum Dec. 
“Financial Statement Interpretation.” 

Waterloo—The first class Credits and 
Collections this new Chapter met 
Dec. with fine enrollment. 


Promotions 


Albany—Edmund Hamilton has been 
appointed Cashier the State Bank 
Albany, succeeding the late George Da- 
vis. Mr. Hamilton has been associated 
with the bank for many years. 

Utica—William Hayes has been ap- 
pointed Gen’l Mgr. the Dold Packing 
Corp., subsidiary Hygrade Food Prod- 
ucts, Inc. 

Pittsburgh—Elmer Molyneaux, who 
active the local Assn’s Food Products 
Credit Group, recently became Secy.-Treas. 
the Denholm Packing Co. 

St. Louis—L. Ernst, Credit 
Cluett, Peabody and Co., 
elected the Board Directors the St. 
Louis ACM fill the vacancy caused 
the transfer Loop Los Angeles. 

New York—Fred O’Connor has been 
named Credit Mgr. Caesar Co., 
textile factors, succeeding George 

Syracuse—Frederick Weymer, Vice 
Pres., Syracuse ACM, was recently chosen 
Pres. the National Broom Manufactur- 
ers Assn. its convention Chicago. The 
Treas. and was founded 
1895 his father, who was also Pres. 
the same association number years ago. 

Utica—Carl Sacco has been made credit 
manager the Central New York Power 
Corp. succeeds the late John Car- 


ney, former Director the Utica ACM. 

Sundberg now the 
Credit Manager for International Silver 
Co., succeeding George Stringer, who 
has been promoted Asst. Treas. and 
Comptroller. 


Position wanted: 


you require sales representation 
Latin America? Present resident man- 
ager successful business Rio Jan- 
eiro, formerly market analysis director for 
leading New York newspaper, expects 
New York Feb. Knows Portu- 
guese, Spanish, English. Understands Latin 
American markets, particularly Brazil. 
Would like discuss representation for 
reliable American companies Brazilian 
and Latin American markets. Experienced 
sale varied products. Further in- 
formation, address Paul Haase, NACM, 

Credit and collection man with years’ 
extensive experience credit work, mer- 
chandising, and selling. Have been em- 
ployed three years present position 
credit manager mid-West retail jewelry 
store. Particularly interested perma- 
nent position offering opportunities for fu- 
ture advancements. Excellent references. 
For full information, address Box 11, 
this magazine, Park Ave., 

Young man, years old, college gradu- 
ate, available for position field credit 
management. References, details expe- 
rience, qualifications from Henrik- 
son, NACM, Park Ave., 


Credit Career 
Mrs. Riddell 


Chicago— When the Chicago Credit 
Women’s Club looked around for new 
leader carry for this year suc- 
cessful programs its first years, 
did not look very far very long. 
quickly assembled slate officers the 
usual high caliber and then chose Pres- 
ident for the 1939-40 year, Mrs. Rid- 
dell John Riddell, Inc. Credited 
her husband being the moving spirit 
their joint enterprise, Mrs. Riddell un- 
usually active and distinguished. 

1920 when Mr. Riddell was the suc- 
cessful coach the Evanston Township 
High School, the unsafe and danger- 
ous cleats which his gridiron heroes wore 
distressed him. They were only strips 
leather nailed shoe. So, said Mr. 


must removable 
rubber cleats. This 
was the beginning 
which 


tremely successful 
and employs over 150 
people. Footballs, 
basketballs, 
various 
athletic shoes are now made beside the 
famous cleats that screw into the football 
man’s shoe sole, and are highly endorsed 
the Rules Committee. 

Mrs. Riddell learned bookkeeping, cred- 


its and business management after the in- 
corporation their business and she has 
been largely responsible for that end 
their enterprise. 

She has also been consistently the de- 
voted mother and efficient homemaker, re- 
sponsible large measure for the success 
their three children well for the 
upkeep the spacious red brick home 
Sheridan Road Evanston. son, 
Jack, now the experimental laboratories 
the Riddell Plant, has sturdy, fasci- 
nating small son (though extremely 
grandmother). older daughter, 
Mary, was graduated from Beloit and will 
enter Northwestern Medical School take 
younger daughter, Colorado College. 

The calm charm which characterizes 
Mrs. Riddell indicative the successful 
application her aim “planning her 
work and working her plan.” The energy 
which she displays may inherited from 
her father, years old, who has visited 
both the California and New York Fairs 
this year and enthusiastic about living. 
Her only hobby collecting toothpick hold- 
ers. addition her activities the 
Chicago CWC she also charter mem- 
ber “Hi-Wives Evanston,” or- 
ganization high school teachers’ wives. 
Her Alma Mater, Albion College Mich- 
igan, justly proud her accomplished 
daughter and recently published article 
her achievements. 


Obituary 
Carl Miller 


St. Paul—The credit world lost one 
its active participants when Carl Miller 
this city died Nov. 12. Mr. Miller 
had been leader the many activities 
the local and national assns. for many 
years, having served Secy. the St. 
Paul ACM 1929. was employed 
for many years the credit department 
Griggs, Cooper Co. Later became 
Secy. and local Mgr. the Northern Job- 
bing Co., when the firm located St. Paul. 
retired from commercial activities 
about two years ago. survived 
his widow; son, Gilbert, Duluth; and 
sister, Mrs. Bayard Wilkeson, Se- 
attle, Wash. 


Beck 


San Francisco—Local credit executives 
mourned the passing, Sept. 14, 
Beck, Secy., Folger and Co., this 
city. Mr. Beck was 69. Since its organi- 
zation, had been active supporter 
the Credit Managers Assn. this city, 
having been member the Board Di- 
rectors for years and for the last five 
years serving member the Execu- 
tive Board. also had been Vice Pres. 
and Pres. the Assn. For over years 
was connected with Folger and 
Co., having joined the firm credit man- 
ager August, 1906. recent years 
was chief executive the Credit Dept. 
and Secy. the Corporation. sur- 
vived his widow and two children. 
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Chicago: 

The radio script, “Women Banking 
and Credit,” Miss Florence Banks 
Los Angeles, organizer and first Chair- 
man the National Credit Women’s Com- 
mittee, has been prepared and offered 
the feature for meeting those Credit 


Women’s Clubs desiring it. Requests for 
copy this interesting presentation 
should made Jane Heady, Secy., Na- 
tional Credit Women’s Committee, 
So. Clark St., Chicago. 


Utica: 

The Utica CWG held its second annual 
Clubrooms with supper and social hour 
under the direction committee headed 
Mrs. Robert Garvey. Gifts were 
brought for the “Door Hope” and mem- 
bers also held “wrapping party.” Carol 
singing was led Pres. Margie Rowe. 


Pittsburgh: 


The Xmas Party the local CWC was 
held the Congress Clubs Dec. 
with Pres. Edith Strommer presiding. 
The featured speaker was Mrs. Mary 
Thompson Denman, Attorney-at-Law, who 
discussed “Women’s Responsibility Se- 
curing Good Government.” program 
vocal selections and group singing added 
the occasion which the guests in- 
cluded: Hon. Sara Soffel, Judge 
Allegheny County Courts; Hayes, 
Pres., Credit Assn. Western Pa.; and 
local Exec. Mgr. Oliver. 


Newark: 


The newly organized CWC elected 
its Nov. meeting the following officers 
for the coming year: Pres., Roselyn Har- 
rison, Mapes Sprowl Steel Corp.; Vice 
Pres., Sophia Blank, Cook Dunn Paint 
Corp.; Treas., Jean Hyde, Trust Co.; 
Secy., Mildred Turney, ACM. 

The Pres. appointed the following Chair- 
men Committees: Membership: Mar- 
garet Henahan, Chase Brass Copper; 
Program and Entertainment: Gertrude Loh- 
man, Tung Sol Lamp Works; 
Eleanor Kirchmayr, Sherwin-Williams Co. 
Publicity: Sonia Korson, Central Paper Co. 

One the highlights the meeting were 
telegrams congratulation from the Roch- 
ester CWC, The Triple Cities Women’s 
Group, New York CWG, Buffalo CWG, 
Utica CWG, well from Bess Ha- 
vens, Recording Secy. the Tri-State 
Conf., District No. and Robert Grif- 
fiths, NACM Director from Utica. 

The speaker the evening was Clara 
Krauter, Essex County Girls Vocational 
School. Miss Krauter related her experi- 
ences assisting girls business courses 
and urged the credit women accept re- 
sponsibility business and also encourage 


them cooperate their group work. 
pleasant surprise was visit from Jane 
Sweaf, Chairman, Nat’l Credit Women’s 
Executive Committee. Among the honored 
guests was Brace Bennitt, NACM Sales- 
Promotion Director. 

was unanimously agreed that the Club 
should sponsor Xmas Party, which all 
members the ACM were invited, 
the Log Cabin room the Hotel Doug- 
las Dec. 19. Turkey supper, singing 
carols, dancing and Xmas tree with 
Santa Claus were the program. 


Binghamton: 


New officers and chairmen commit- 
tees for the current year were recently 
chosen the Triple Cities CWC. They 
are follows: Pres., Esther Forker, 
Montgomery Ward and Co.; Vice Pres., 
Ruth Buckley, Olum Furniture Co.; Treas., 
Rose Sall, Parlor City Shoe Co.; 
Thelma Cottrell, Triple Cities Credit Bu- 
reau. Membership: Kay O’Donnell; Pro- 
gram: Viola Foster; Attendance: Juanita 
Donahue; Publicity: Katherine Gee. Coun- 
cillor (Appointed), Bess Havens, First Na- 
tional Bank. 


Cleveland: 


The fifth annual election meeting the 
local CWC resulted the choice the 
following slate officers. Pres., Elsie 
Daly, The Harshaw Chemical Co.; Treas., 
Agnes National Malleable 
Steel Castings Co.; Secy., Florence Flick- 
inger, Cleveland ACM. 

special program entertainment fol- 
lowed the election and the members 
present enjoyed short playlet well 
games and readings. Cleveland ACM 
Pres. and Mrs. Riddick were pres- 
ent the meeting. 


Los Angeles: 


The LACMA Women’s Division was 
provided with special treat its Dec. 
meeting when the entertainment com- 
mittee presented Xmas Party, which fea- 
tured dinner followed the presenta- 
tion Charles Dickens’ play “The Cricket 
the Hearth.” This was performed 
the Drama Workshop. 


Syracuse: 


The annual Xmas Party the Syracuse 
CWG was held the home Kathleen 
O’Brien. its Nov. dinner meeting 
the Yates Hotel, the group heard Russell 
Coonley, First Trust Deposit Co., dis- 
cuss “Banking.” Reports the Buffalo 
Credit Conf. were presented the club’s 
delegates: Alice Kent, Beatrice Millane 
and Miss O’Brien. 


Philadelphia: 


Reindeer Night was celebrated Dec. 
when the Phila. CWC and the Credit 
Men’s Assn. Eastern Pa. staged the 5th 
annual Xmas Party here the Benjamin 
Franklin Hotel. Besides dinner and danc- 
ing there was program entertainment 
and Xmas caroling. 


Grand Rapids: 


Under the leadership Club President 


Irene Eberhard, the local has 
planned interesting series meetings. 
This month the fea- 
ture the meeting 
will Education 
Feb. the 
group will sponsor 
the dinner meeting 
the Grand Rapids 
ACM. social 
meeting was heid 
Dec., while the 
previous month, 
Grand Rapids His- 
tory was narrated Mrs. Stella Hill, 
early settler and historian. 


New York: 


The local CWG will have luncheon 
and card party Jan. start its 1940 
activities. The club closed 1939 with its 
annual Xmas Party Dec. the Fifth 
Avenue Hotel. Earlier, Dec. the 
regular monthly dinner meeting, Maxwell 
Mattuck, former director the NACM 
Fraud Prevention Dept., was the guest 
speaker. the course his description 
frauds and analysis the bank- 
ruptcy act’s effect fraud, Mr. Mattuck 
stated that thought the oft-mentioned 
intuition women frequently kept them 
from extending credit applicants with 
fraudulent intent. 


San Francisco: 


The Dec. CWC meeting Dec. was 
the “Christmas Social.” Eleanor Wolfen- 
den, Entertainment Committee Chairman, 
arranged for games, prizes and the raffle 
drawing. Each member brought toy for 
the children the Canon Kip Day Nurs- 
ery, well surprise gift strung 
the Christmas tree for some other mem- 
ber. 


Albuquerque: 


With charter membership approxi- 
mately 20, the local CWC was recently 
organized and the following officers were 
chosen: Pres., Lucile Chapman, 
Baldridge Lbr. Co.; Vice Pres., Marjorie 
Hale, Hale Sanitary Sup. Co.; Treas., 
Hess, Wholesalers’ Credit Assn.; Secy., 
Swartz, Wholesalers’ Credit Assn. 


Minneapolis: 


The Minneapolis Wholesale CWC held 
joint dinner meeting with the local Retail 
Credit Women Nov. which Prof. 
Deutsch the University Minnesota 
spoke “War Aims and Issues.” Dec. 
the Club enjoyed its annual Xmas Party. 


Newark: 


With discussion “Credit Practices” 
listed for the Jan. meeting, the CWC 
has also announced that Feb. the Club 
will hold meeting one the larger 
credit departments this area, study 
methods operations that particular 
firm’s department and discuss operations 
with the credit manager and his assistants. 
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Utility Group Has Big Plan 
for Next NACM Congress 


Although organized only two years 
ago the Public Utility Group 
its capable leadership has 
attracted nation-wide 
and now one the largest and most 
active the Association. the 
Grand Rapids Convention the three 
scheduled meetings were not sufficient 
satisfy many the members 
informal meeting was added the 
program for the fourth day, which 
evidences some extent the intense 
interest. 

The following were elected for of- 
fice the Group for the coming year: 

Chairman: Offer, The De- 
troit Edison Co., Detroit, Michigan. 

Vice-Chairman: Naber, Buf- 
falo, Niagara Electric Corp., Buffalo, 
New York. 

Committeemen: Western Division, 
Peterson, Puget Sound Power 
Light Co., Seattle, Washington. 

Eastern Division, Seidel, 
Rochester Gas Electric Corp., 
Rochester, New York. 

Central Southern Division, 
Smith, New Orleans Public Service, 
Inc., New Orleans, Louisiana. 

With view increasing the bene- 
fits the members associated with this 
Group, they also selected committee 
function clearing house for in- 
formation about credit and collection 
methods and systems. This committee, 
known the Credit and Collection 
Public Utility Group, includes the 
following members: 

Chairman: Hahn, The Ohio 
Fuel Gas Co., Columbus, Ohio. 

Committeemen: Bialecki, Mil- 


Gas Light Co., Milwaukee, 


Wisconsin. 

Randall, Alabama Power Co., 
Birmingham, Alabama. 

Seidel, Rochester Gas Elec- 
tric Corp., Rochester, New York, 

Starrett, Commonwealth. Edi- 
son Co., Chicago, Illinois. 

Vosbrink, Union Electric Co. 
Missouri, St. Louis, Missouri. 

The first meeting this committee 
was held the offices the Detroit 
Edison Company Detroit, October 
12, 1939 with their National Chair- 
man, Mr. Offer the Detroit 
Edison Company and the National 
Vice-Chairman, Mr. John Naber 
the Buffalo, Niagara Electric Cor- 
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poration. 


the pilot progress— 
its safeguard. equal 


importance scanning 


recognizing contingencies and pro- 


tecting against them. Adequate in- 


company like Fireman’s Fund gives 


you the right feel secure. Over 
been paid claims during its 


existence. Assets over 


$41,000,000 and policyholders’ 


surplus $23,800,000 assure 
security for the future. 


Ask Your Home-Town Agent 


Fire 


surance capital stock 


FUN 


addition the commit- the Commonwealth Edison Company, 
teemen, the meeting was attended Harold Kline and Thomas Peterson 
Budge, Assistant Treasurer the Detroit Edison Co. 


STRENGTH 
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Importance Credit Personnel 


Salesmanager Gives Views Credit Contacts 


Symonds, Vice-President, Westinghouse Electric and Co. 


the Sales Department any company, booking 

business, collecting accounts that the customer 

kept happy, and fostering good relations. But, 
improper personnel mans the Credit Department, can 
ruin sound institution. 

much care should used selecting credit men 
selecting salesmen. 

The salesman has product dispose of. starts 
out find customer who may never have bought his 
product before. All too often, the salesman does not 
have time inclination look the credit rating 
his customer. vital that someone tie together the 
loose ends the transaction. That job for the credit 
representative. works constructive manner, 
the company soon will have permanent customer its 
books. The job requires diplomacy, tact, patience and 
ability learn the innermost secrets the customer’s 
business without being offensive. 

Once friction develops between customer and credit 
man, the customer likely take his business elsewhere. 
The selection field credit men highly important. 
Too many pride themselves the fact that credit losses 
are practically nothing. When that happens, the time 
near for new credit man the job. Not that would 
throw money away. But good business, especially with 
new accounts, dictates stretching point here and there 
order lend helping hand toward the growth 
industry that may mean much future business. 

Different types business course require different 
treatment and different standards. Credit losses should 
small large manufacturing company but higher 
percentage loss expected the wholesaler who 
distributes the product. The type and class customers 
radically different. 

worth noting, however, that one company may 
have days average age receivables, with loss 
.30 per cent and another company the same indus- 
try average age days with losses .10 per cent. 
There might something radically wrong with the 
methods management credit operation, and 
possible that both these companies were wrong. 

One thing the management company should insist 
from the credit manager that travel his territory 
regularly, either with salesmen individually. 
estimate that Westinghouse credit managers are the 
territory fifty per cent their time. They not only 
call customers who are delinquent and chronically 


Credit Department can inestimable value 
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slow, but they also contact those who discount pay 
bills promptly. 

have the right men, commercially-minded men— 
they can immense value the Sales Department. 
The credit manager, his frequent contacts, often can 
iron out difficulties and misunderstandings that have been 
hanging fire for some time and are creating ill will. 

recent study the Marketing Research Division 
the Department Commerce, shows that small firms, 
rule, sustain the largest relative losses. They very 
properly point out that increased facilities should placed 
the disposal these small companies price they 
can afford pay. From more practical point view, 
large and small firms alike should make more effective 
use facilities such the National Association 
Credit Men furnishes. 

own feeling connection with the large losses 
sustained the small firms that they usually have 
man low salary, inadequately prepared and totally 
unfitted, who making credit decisions. This inadequate 
compensation probably can found large well 
small companies. results having man dissatisfied 
with his job and chiefly interested, has any ability, 
seeking something better for himself. This same report 
states that credit management highly skilled, highly 
individualized profession. more involved than 
perfunctorily passing credit risks looking Dun 
Bradstreet’s reports and those other special agencies. 

should recognized that this personal, indi- 
vidualized service, based upon adequate training, long 
experience, sound judgment and real desire 
service. 

The business that booked good, commer- 
cially-minded credit men will more value, even 
credit losses are slightly increased, because the very 


definitely increased volume business that will accrue. 


The average length life business concern 
considerably less than ten years. concerns fail thru 
poor management. Eternal vigilance Your 
credit man, therefore, the concern small big, must 
have experience, must dependable, must show reason- 
able intelligence, industry and loyalty. 

manufacturing and wholesaling mistake, ex- 
cept small companies; handle credit 
quarters. Headquarters can very definitely act 
buffer the field representative and much more hard 
boiled their dealings with credit situations. Naturally, 
difficult for anyone pass.on credit risk that might 
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questioned without knowing ‘personally the man 
the company being dealt with. the last analysis the 
real credit risk based upon the fundamental honesty 
the man whom credit extended. 

point. Years ago, this company had representative 
Texas. man called them, told exper- 
ience, told them that could sell Texas 
and convinced them that was honest, energetic, knew 
windmills and knew his trade. frankly said had 
money, but that they would ship him carload 
windmills Dallas, promised dispose them. That 
was extreme credit risk. The manufacturer thought 
the matter over very carefully and agreed take the 
chance. The result that today that man doing 
business million dollars year windmills and allied 
materials, for the company that took chance his ability 
and his integrity. How could they possibly have taken 
such chance without personal contact and personal 
sizing-up the situation? 

Larger companies must necessity maintain high 
grade credit representatives the field, who will spend 
least half their time direct contact with cus- 
tomers. the Westinghouse Company, per cent 
our business done credit basis. element 
risk involved practically every order accept. The 
extent this risk measured almost solely the judg- 
ment exercised the Treasury Department passing 
the credit the customer and the kind collection 
job do. 

believe mistake extend credit one man 
and one department and the account thru some 
other man and some other department. Credits and col- 
lections hand hand, for frequently you have very 
delicate situations collecting account which, im- 
properly handled can destroy business confidence and good 
will that has taken years build up. 

The extension credit based character, capital 
and capacity the order named. would certainly give 
per cent the credit extension dollar character. 
Too many credit men, sitting their desks, attempt 
appraise his principle entirely from perfunctory analysis 
balance sheets and other information received from 
outside sources and then overlook entirely the value 
personal contact with the customer. 

addition the capital that Company might have 

and which would shown business: reports—and 
not minimizing these reports—we are interested 
developing the following facts: 

the customer 

know his business? 

3—Has the reasonable chance 

How can you get this information any other way than 
personal contact with your customer? 

Once credit has been granted and the product has 
been shipped, the collection accounts becomes vital. 
The human element enters into this activity just much 
the extension credit. Experience leads 
believe that this important. work should largely left 
the hands the person who extended the credit and 
knows the customer. This centralizes responsibility and 
makes for better collection results and more cordial 
and satisfactory relationship with our customers. How 
often have you seen lot poorly worded collection 
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How’s Business? 


Said the little red rooster, “Gosh, all hemlock, things 
are tough, 
Seems that worms are getting scarcer, and cannot 
get enough. 
What’s become all those fat ones, mystery 
me. 
There were thousands through that rainy spell—but 
now where can they be?” 
The old black hen who heard him didn’t grumble 
complain, 
She had gone through lots dry spells, she had 
lived through floods rain. 
she flew the grindstone, and she gave her 
claws whet, 
she said, “I’ve never seen the time there wasn’t 
worms get.” 
She picked new and undug spot; the earth was 
hard and firm. 
The little rooster jeered, “New ground—that’s 
place for worm.” 
The old black hen just spread her feet, she dug both 
fast and free, 
must the worms,” she said, “The worms 
won’t come me.” 
The rooster vainly spent the day, through habit 
the way, 
Where fat round worms had passed squads back 
the rainy days. 
When nightfall found him supperless, growled 
accents rough, 
“I’m hungry fowl can be. Conditions sure are 
tough.” 
then the old black hen and said, “It’s 
worse you, 
For you’re not only hungry, but yeu must tired 
too. 
rested while you scratched for worms, feel 
fairly perk; 
But how are you? Without worms, too? And after 
all that work.” 
The old black hen hopped her perch and dropped 
her eyes sleep, 
And murmured drowsy tone, “Young man, hear 
this and weep. 
I’m full worms and happy, for I’ve dined both 
long and well, 
The worms are there always—but had dig 
like h—!” 


—From The Broadcaster. 


letters that destroyed the good will customer had 
taken years build up? 

Frequently run into the case distressed cus- 
tomer. Through counsel and advice, the credit man and 
the collection man rolled into one have been material 
help rehabilitating customer and placing him 
sound financial basis. 

you have credit man who simply glorified 
bookkeeper, with sense commercialism, then you 
are headed for trouble. will make your customer 
sore and will lose the confidence your Sales Depart- 
ment. You can always tell what the situation 
noting the desire, lack desire, the part the 
salesman have the credit man out job with him. 
anxious for his help, you can sure that that 
situation properly covered. true may too 
liberal, but the management can and should provide the 
corrective measure from headquarters. had rather 
little too liberal than too slow judge character cor- 
rectly. 
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Insurance Must 
Keep Pace With 
Rising Values 


very important that 
properties and inventories 
adequately insured accord- 
ance with increased values. 
Especially policies contain 
Co-insurance, Average 
Contribution Clause. 


these times mounting 
replacement costs imper- 
ative that insurance policies 
checked frequently. And 
wise place insurance 
with the Northern Assurance 
Co., Ltd. 


The Northern old line 
company. its 104th 
year operation. During 
the century has pursued 
steady, honorable and de- 
pendable policy and will con- 
tinue so. 


There Northern Agent 
your city. His name and 
address will supplied 
request. 


Free for the Asking 


handy and complete 
book. 


NORTHERN 


ASSURANCE LTD. 
135 William St., New York 


Chicago 


San Francisco 


FIRE 


AND 
ALLIED LINES 


Credit and Financial Management 


are discussed 


New York—An informal discussion con- 
cerning number problems having 
with the prosecution fraudulent busi- 
ness bankruptcies, was held here Nov. 
with Attorney John Cahill and 
his Chief Asst. Correa and Thomas 
Donegan the FBI guests the Up- 
town Credit Group, which affiliated with 
the Federation Textiles, Inc. 

Mr. Cahill pledged cooperation with the 
Uptown Credit Group and other ethical 
organizations, such the NACM Fraud 
Prevention Dept., which are interested 
the reduction commercial frauds this 
area through the deterrent effect prompt 
prosecution and adequate punishment. 

Those attending the conference were: 
John Redmond, Crompton-Richmond Co., 


and Vice NACM; Wm. 


Betsch, William Iselin Co., Inc., Chair- 
man, Prosecution Committee, NACM Fraud 
Prevention Dept.; Luse, Commercial 
Factors Corp.; Skapley, Joseph Ber- 
linger Co., Chairman, Committee Co- 
operation; Lewis, James Talcott, 
Inc.; Matthews, Stern Stern Tex- 
tile Imp., Inc., Chairman, Committee 
Law and Legislation; Roy Hennie, Tex- 
tile Banking Co.; Jacobs, Shapiro 
Bros. Factors Corp.; Osborne, Cromp- 
ton-Richmond Co., Inc.; Westerfield, 
Edmund Wright Ginsberg Corp.; 
McGovern, Meinhard Greeff Co., Inc.; 
Harrington, Sec’y, National Feder- 
ation Textiles, Inc., and Scully, Di- 
rector, Fraud Prevention NACM. 


Americans are saving 
Long-term savings the American 


people reached all-time peak 

the end 1938 when they totaled 

$51,698,000,000 and topped the 
1937 figure $2,183,000,000, accord- 
ing the forthcoming report the 
Federal Home Loan Bank Board for 
the fiscal year 

The accumulated savings reported 
for the end 1938—representing ap- 
proximately 115,000,000 accounts 
surpassed 
amount reported for 1929, when pros- 
perity was most prevalent. This in- 
crease, arising during almost decade 
curtailed business activity, shows 
that people are far more concerned 
with providing for future security than 
formerly, the report indicated. 

Included the statistics are postal 
savings, United States savings bonds, 
savings deposits commercial banks, 
per cent postal savings bonds, and 
savings life insurance companies, 
mutual savings banks, 
building and loan associations. 


With value $780, the 
amount the average savings and 
loan association account exceeded most 
other types long-term savings. The 
average savings account 
banks was $421, while $300 was the 
average cash value life insurance 
policies, the report pointed out. 

Individual savings entrusted 2,757 
identical member savings and building 
and loan associations the Federal 
Home Loan Bank System, out 
total membership 3,946, aggregated 
$1,892,797,000 the end 1938, in- 
creasing 10.3 per cent during the 
year. more marked increase would 
have been shown had all member as- 
sociations been included, because ex- 
cluded figures for new members and 
merged associations would have been 
introduced into the comparison.—News 
Service—Federal Home Loan Bank 
Board. 


New Yorkers Adopt 
Point Program 
for Aid Business 


10-point “program for progress”, 
embodying capital for small business, 
sound social security, credit construc- 
tion, equitable taxation, new set-up 
industrial divisions expedite credit 
services, insurance 
portation solution, public enlighten- 
ment credit, education, and aid for 
the experienced credit man was ap- 
proved group business leaders 
New York CMA luncheon meet- 
ing the Hotel Biltmore Nov. 

The 10-point plan was presented 
Clarence Riegel, General Electric 
Co., and Pres. the Assn., who 
announcing its adoption the credit 
organization, said its objective was the 
recovery national earning power. 

“Breaking down the problem into 
major points facilitate action the 
method,” explained Mr. Riegel. 
captains industry with whom 
conferred not only expressed approval 
the objectives, but stated their faith 
the association’s ability achieve 
them. program will backed 
all the strength the Assn., 
which for years has helped guard 
the nation’s profits. has built 
reserve power that can help all 
industry, and the 10-point plan de- 
signed use this power 
tively.” 
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MANUFACTURERS’ SALES AND 
COLLECTIONS ACCOUNTS 
RECEIVABLE 


November 1939 


Prepared monthly the Bureau the Census 
cooperation with the National Association 
Credit Men 


Manufacturers’ sales during November 
1939 were above the level 
November 1938, according reports re- 
ceived from 1,623 manufacturers reporting 
these data, was announced today Di- 
rector William Austin, Bureau the 
Census, Department Commerce. 
compared with October this year there 
was decrease 6.5 percent, adjust- 
ment being made for seasonal variation. 
decrease 4.3 percent was recorded 
between October and November 1938. 
The dollar volume these firms during 
November 1939 amounted 415 million 
dollars compared with 343 million dol- 


The business thermometer: 


lars November 1938 and 443 million 
dollars during October 1939. 

Each the fifteen major industry groups 
for which data are shown separately 
registered increase over last November. 
The largest gains were recorded the 
Iron and Steel, Machinery, Forest Products 
and Non-Ferrous Metals groups with in- 
creases percent, 36.3 percent, 31.3 
percent, and 29.8 percent, respectively. In- 
creases recorded other industry groups 
range from 27.7 percent for the Stone, 
Clay, and Glass Products group 1.1 
percent for the Food group. 

The rate collection accounts receiv- 
able during November 1939 remained the 
same last November, but decreased 
slightly from October this year, accord- 
ing 1,401 manufacturers reporting these 
data. Collections during November both 
1939 and 1938 amounted percent 
total accounts receivable outstanding 
the first the month. The corresponding 
ratio was percent for October 1939. 


Although there was change the 
average collection rate, only four the 
fifteen industry groups showed lower 
collection rate than last November. Rub- 
ber Products decreased from per- 
cent, Food and Kindred Products from 129 
121 percent, Miscellaneous Industries 
from percent, and Leather and 
Its Products from percent. No- 
vember the fourteenth consecutive month 
the collection rate has equalled exceeded 
that the corresponding month the 
previous year. 

The total volume accounts receivable 
outstanding November 1939 increased 
percent over the same date last year, 
but remained the same October 
1939. While each the fifteen industry 
groups recorded increased receivables, the 
Iron and Steel, Rubber Products, Motor- 
Vehicle Parts and Machinery groups re- 
corded the sharpest gains, increasing 51.7 
percent, percent, 27.6 percent, and 27.2 
percent, respectively. 


All survey figures collected and compiled Bureau Census 
sales and collections accounts receivable, November 1939 


Dollar Sales 


Number 


Percent change 
reporting Oct 1939 1939 


Food and kindred products, total 
Flour, cereals, and other grain mill products. 
liquors... 


Malt liquors..... 
Other food products............ 


Textiles and their products, total 
Clothing, except hats......... 
Clothing, women’s, except 
Other textile products............. 

Forest products, total...... 
Lumber, timber, and other miscellaneous 

Paper and allied products, total.................. 
Paper, writing, books, 
Paper, boxes and other paper products. 
Paper, Wall 

Printing, publishing, and allied 

Chemicals and allied products, total........ 
Pharmaceuticals and proprietary medicines. 
Other chemical 

Rubber 

Leather and its products, total 
Leather: tanned, curried, and finished 
Other leather 

Stone, clay, and glass products, total 

Iron and steel and their products, total 
Stoves, ranges, steam heating apparatus 
Other iron and steel products................. 

Non-ferrous metals and their products, 
Jewelry and jewelers’ supplies 
Other non-ferrous 
Maehinery, not including transportation 

Electrical machinery, apparatus and supplies. 
Other machinery, apparatus and 

Motor-vehicle parts 


1.1 —10.2 $88,733 307 121 
2.9 6.6 25,133 133 131 
7.1 9.0 5,940 132 
7.1 —12.0 9,009 179 
—16.7 2.2 3,515 
6.1 8.8 6,368 146 
—20.3 37,493 105 112 
+23.3 29,954 113 
+15.3 —19.0 4,016 
7.0 —25.4 1,439 
+31.3 8.0 4,617 
+27.9 6.5 2,735 
+36.7 —10.1 1,882 
+25.5 3.1 20,932 102 
+16.2 0.2 3,821 
+33.7 5.7 10,955 102 
+16.6 +29.1 1,786 
+19.2 8.8 4,370 100 
+24.2 —11.4 18,531 118 
+23.1 6.7 2,849 
+28.5 9.7 12,374 
8.8 —18.7 12,328 
+13.6 —26.3 6,634 
+28.2 5.9 1,219 
+27.7 —17.9 10,651 
0.7 72,725 149 
—16.9 2,661 
—25.3 4,347 
2.3 65,717 108 
—11.5 13,117 
—15.5 6,077 
1.7 61,286 179 
7.5 15,188 102 


Collection Percentages* 


Total Accounts Receivable 


Percent change 
Nov. 1939 from 


Collection percen 
**Includes Shades, Globes, Reflecters, Etc. 
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are obtained dividing collections accounts receivable for identical group firms. 


1938 1939 
129 130 +10.5 $59,462 
176 203 5,113 
159 150 —9.0 
107 108 —3.4 30,680 
0.0 
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WHOLESALERS’ sales and inventories, November 1939 


Dollar Sales 
change 
Kind Namber 1939 from 
reporting} Nov. Oct. 
sales 1938 
Shoes and other 2.0 
Drugs and drug sundries##....................... 127 
Electrical goods............ 335 +38.7 
Furniture and house furnishings................ +16.5 —12. 
Groceries and foods, except farm 692 0.7 
Voluntary-group wholesalers................. 183 3.1 
Meats and meat 5.9 —14. 
Wines and spirituous liquors.................... —12.0 
431 +18.0 —10. 
Industrial 137 +30.2 —10. 
Plumbing and heating supplies.............. 119 +26.7 
Lumber and building materials................ +24.9 
Machinery, equipment and supplies, except 
Surgical equipment and supplies.......... +17.8 
Paper and its products.................. +18.5 
Tobacco and its 169 4.6 
Leather and shoe findings........................ +26.7 


This heading also includes distributors mill, mine and steam supplies. 
These Stock-Sales ratios are percentages obtained dividing stocks sales for identical group firms. 


Not affiliated with voluntary cooperative groups. 


WHOLESALERS’ accounts receivable and collections, November 1939 


End Month Inventories (Cost) 


Percent change 
Nov. 1939 from 


Stock-Sales 


 — 


4- 


Insufficient data show separately. 


Collection Percentages* Total Accounts Receivable 


Percent change 
November 1939 from 


Nov. 
1939 


_ 


Oct. 
1939 


Mic 


Total Sales, including liquors, wines, etc. 


mM 


oo 


Number 
Kind Business firms 
reporting 
Clothing and furnishings, except 
Dairy and poultry 
Furniture and house 
Groceries and foods, except farm 557 
Voluntary-group 156 
Retailer-cooperative 
144 
122 
Plumbing and heating 117 
Lumber and building 
Machinery, equipment and supplies, except 
Surgical equipment and 
2,390 


Collection percentages areobtained dividing the collections accounts receivable for identical group firms. 


This heading also includes distributors mill, mine and steam supplies. 
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$265,838 


January, 1940 


Nov. Number Nov. 30, 
reporting ov. ct. 
$3,376 $3,596 208 216 189 
394 684 303 308 228 
2,243 1,134 137 138 128 
9,562 5,880 161 182 103 
20,822 100 31,585 191 198 193 
10,052 12,730 183 191 182 
10,770 18,855 197 203 201 
12,729 18,282 197 189 181 
21,387 282 21,418 112 139 116 
3,367 4,987 206 203 195 
49,109 390 45,683 173 156 170 
20,895 189 21,944 187 170 183 
17,002 123 17,077 199 180 197 
4,098 3,012 148 129 147 
3,209 5,131 172 158 149 
31,743 273 51,404 239 260 213 
19,672 37,404 267 274 239 
1,034 2,025 215 231 190 
6,286 8,173 205 263 185 
4,751 3,802 150 179 128 
2,206 2,774 223 251 217 
3,077 2,599 121 147 106 
2,317 3,478 227 328 195 
623 664 178 182 168 
1,940 1,846 189 209 164 
5,893 4,393 155 165 138 
5,467 9,107 128 122 114 
November November October 
1939 1989 November October 
1938 1939 
125 134 120 
117 121 123 
151 173 150 1,834 
166 167 192 6,844 
103 
126 105 124 0.6 985 
121 123 121 6.9 8,254 
100 110 5,673 


Geographic Division 
Kind Business 


Electrical goods.......... 
Groceries and foods, except farm products. 
Plumbing and heating supplies. 
Tobacco and its 

Automotive 
Clothing and furnishings, except shoes....... 
Shoes and other 
Drugs (without liquor 
Fresh fruits and 
Furniture and house 
Groceries and foods, except farm products. 

eer 


Plumbing and heating supplies............... 
Lumber and building materials.......... 
Machinery, eqpt. supplies, except electrical. 
Tobacco and its 
Automotive 
Clothing and furnishings, except shoes....... 
Drugs (without liquor department)........... 


Plumbing and heating supplies............... 
Lumber and building materials.......... 
Machinery, eqpt. supplies, except electrical. 
Tobacco and its 
Automotive 
Drugs (without liquor department)........... 
Fresh fruits and vegetables................... 
Furniture and house furnishings............. 
Groceries and foods, except farm products. 
Plumbing and heating 

Tobacco and its 
Drugs (without liquor department). ......... 
Fresh fruits and vegetables................... 
Groceries and foods, except farm 
Plumbing and heating supplies............... 
Tobacco and its 
Drugs (without liquor department)........... 
Groceries and foods, except farm products. 
Drugs (with liquor 
Groceries and foods, except farm 
Machinery, eqpt. supplies, except electrical 
Tobacco and its 
Automotive supplies 
Groceries and foods, except farm products. ... 
Pacific 


Dairy and poultry 
Fresh fruits and vegetables................... 
Furniture and house furnishings............. 
Groceries and foods, except farm products. 
Meats and meat products..................... 
Plumbing and heating 
Lumber and building materials.............. 
Machinery, eqpt. supplies, except electrical 
Tobacco and its products..................... 


Dollar Sales 


Percent change 
Nov. 1939 from 


Nov. Oct. 


1938 1939 
+10.9 0.1 


+36.3 3.3 
5.9 2.4 
+33.9 0.2 
+31.7 6.8 
2.8 3.6 
+10.3 5.4 
1.9 6.1 
7.1 —22.0 
4.2 —23.1 
1.9 —25.4 
2.3 6.6 
+13.7 —15.1 
+38.4 +10.3 
5.7 
+13.2 4.3 
—0.1 1.6 
7.1 —14.0 
3.3 8.8 
+16.2 7.2 
+25.2 6.3 
+48.0 4.2 
+39.0 —18.7 
+21.0 2.9 
+32.0 —22.0 
+12.9 
+19.4 8.6 
2.6 
+12.4 3.6 
7.8 8.5 
9.1 —33.7 
4.5 6.2 
6.2 0.3 
+35.3 6.1 
2.0 +17.8 
1.2 3.7 
6.3 0.5 

0.0 8.8 
+12.5 —10.0 
+13.8 —14.0 
+23.4 —15.1 
+15.4 —17.6 
+23.6 —10.5 
+39.6 —10.4 
+32.0 
+22.8 2.8 
8.4 2.2 
8.4 —11.7 
+12.8 9.2 
2.8 
0.2 —13.5 
+47.2 8.8 
0.3 +11.7 
+24.7 
0.8 
+12.7 —10.6 
7.3 —20.0 
+16.2 —20.4 
2.2 
0.9 
+18.7 —1.4 

0.0 5.2 
+10.8 
+19.2 2.6 
9.3 
8.3 
6.9 0.9 
9.0 4.9 
+16.7 7.2 
+27.4 —16.3 
+18.7 9.5 
+14.8 
8.9 4.8 
+10.4 7.9 
3.0 
1.1 
6.4 
+5.8 4.6 
+15.7 
+34.0 —15.4 
4.8 3.5 
7.6 —0.1 
3.3 9.5 
1.4 —19.6 
+26.2 4.0 
0.4 —1.2 
+10.2 8.8 
+49.3 8.5 
0.7 7.9 
7.9 
7.5 —1.2 
+64.3 +19.7 
3.9 
+10.2 —15.2 
2.5 9.2 
0.2 3.9 
0.8 
+25.2 8.7 
5.2 
+19.8 3.3 
8.4 —20.9 
8.6 
5.9 
6.7 —11.0 
+26.4 —11.8 
+22.7 
2.2 5.2 
+36.7 0.9 
5.0 —36.8 
6.8 7.1 


This heading also includes distributors mine and steam suppiies 
Insufficient data snow 


These Stock-Sales ratios are percentages obtained dividing stocks for identicai group firms. 


Nov. 
1939 


$11,578 
1,516 
2,143 


End Month Inventories (Cost) 


Number 
firms 
reporting 
stocks 


Percent change 
Nov. 1939 from 30, 


Nov. | Oct. (000’s) 


1938 1939 


+ 


| 


ome 


bo 


— 


— | 


| 


WOH 


on 
wo 


sales and inventories, geographic November 1939 
Nov. Nov. Oct. 
1939 1938 1939 
sales 
161 102 $9,235 124 138 120 
1,721 117 145 114 
1,080 186 177 186 
490 934 221 312 217 
262 347 224 261 217 
645 54,044 361 41,069 132 136 121 
964 199 209 166 
1,660 633 128 129 
660 1,215 223 232 158 
2,619 1,971 134 133 128 
3,159 3,297 192 211 171 
4,273 3,915 124 108 
814 1,068 150 150 147 
106 10,146 3,985 146 137 142 
507 1,046 216 247 199 
1,513 1,933 169 238 161 
1,407 1,364 128 179 106 
790 961 202 261 237 
— — — — 
2,610 2,295 142 143 125 
526 37,434 312 38,231 158 164 153 
730 1,012 204 214 189 
130 239 285 256 197 
256 253 131 127 143 
2,072 1,897 151 160 159 
Groceries and foods, except farm 110 9,066 7,912 163 160 162 
660 458 230 240 196 
819 976 207 206 195 
303 1.6 250 180 109 
891 7.8 1,072 219 237 186 
1,953 4.0 797 128 143 124 
306 31,123 212 2.6 39,929 180 178 165 
433 3.2 399 206 224 189 
1,123 5.9 1,673 213 212 212 
4,162 7.8 7,459 183 164 172 
1,624 1,749 113 142 128 
1,161 8.0 2,389 213 210 197 
5,300 2.4 8,496 198 169 204 
3,663 1.2 7,933 226 248 204 
471 0.2 527 230 210 178 
530 4.5 303 160 176 120 
317 18,147 174 18,450 159 179 157 
384 120 200 158 225 
1,081 1,192 193 201 191 
1,312 1,143 195 222 182 
4,112 3,174 170 154 168 
1,792 3,352 306 336 276 
502 856 195 226 168 
845 853 143 150 133 
387 337 158 205 164 
158 9,749 11,447 188 195 173 
1,015 1,817 201 218 204 
975 1,377 196 169 180 
512 713 143 199 
2,333 2,015 178 169 165 
2,397 2,987 233 249 214 
402 147 150 210 129 
255 16,545 178 23,483 202 202 202 
1,792 3,778 219 215 239 
1,164 2,448 242 219 211 
1,388 1,501 121 132 111 
130 7,369 8,787 179 161 188 
1,370 2,331 243 253 227 
9,833 185 195 176 
4,082 209 184 199 
327 25,683 181 31,873 189 189 170 
960 750 205 272 207 
3,058 4,094 144 166 125 
6,213 148 126 131 
2,913 346 364 308 
731 158 145 136 
471 155 157 145 


accounts receivable and collections. geographic divisions, November 1939 


Collection Percentages* Total Accounts Receivable 
Percent change 


Number November 1939 from 
Kind Business and Region firms November November October 
1939 1938 1939 November October 
1938 1939 

Groceries and foods, except farm products................... 9.1 2,130 

Clothing and furnishings, except 7.7 6.1 4,674 
Fresh fruits and 143 159 169 1.0 103 
Furniture and house +22.5 7.5 1,410 
Groceries and foods, except farm 104 6.1 6.1 8,266 
Plumbing and heating +18.2 6.6 2,523 
Machinery, equipment and supplies, except electrical........ +14.6 —10.5 
East North 433 +15.0 2.3 46,348 
107 107 101 3.4 5.7 197 
Groceries and foods, except farm products................... 5.0 4.5 8,664 
Plumbing and heating +30.1 2.4 1,170 
Machinery, equipment and supplies, except electrical........ +34.2 6.5 302 
Groceries and foods, except farm 117 120 120 1.5 6.3 4,003 
Plumbing and heating +16.9 +10.1 1,626 
East South 137 +10.4 —1.2 14,917 
Groceries and foods, except farm 9.4 9.4 2,428 
West South 225 8.7 3.4 20,104 
Groceries and foods, except farm 114 +10.1 9.0 6,269 
Machinery, equipment and supplies, except electrical........ +41.6 3.8 1,301 
Furniture and house +16.6 0.0 1,210 
Groceries and foods, except farm products................... 105 +10.5 6,262 

Meats and meat 171 172 171 5.4 8.0 

Machinery, equipment and supplies, except electrical........ +15.4 6.7 277 


Collection percentages are obtained dividing the collections accounts receivabie for identicai group firms 
This heading also includes distributors mill. mine and steam supplies. 


Ohio, West North Kans.. Minn., Mo.. Nebr., Dak., Dak.); South Atlantic—(Del., C., Ga., Md., Car., Va., 


STATES COMPRISING DIVISIONS: New Me., 


East South Central—(Ala., Ky., Miss., Tenn.): West South La., 


Pacific—(Cal.. Ore., Wash.) 


Mountain—(Aris., Colo., Idaho, Mont., Nev., Utah, Wyo.): 


5 
3 


